








The National Underwriter | 


LIFE INSURANCE EDITION 





FRIDAY, DECEMBER 24, 1926 


oe Sell 
i Ml HI, O12 TIMER | 
A ) How ‘BOUT IT? 


wy eRES pained 9 
his ie ae C4 IC 
~~ WwW \N | Pa 


||. 
ae 
wu 


~ 


INSURANCE COMPANY 


Z [—_ INDIANAPOLIS, INDIANA. 











= 7 < 
a4 _ = = =< y 
| HH 5 
‘tas! | = = 
. : 1 


Ti 













THE NATIONAL UNDERWRITER. Life Ins 
Office of publication, 175 W. Jackson Blvd., —y -% . year. ‘ 
Be ene te Be cone. Entered as second c matter June 9, 1900, at post office at Chicago, Ili., under act of 


The drama of Business is too big a 
thing to have its stellar roles left unpro- 
tected. There must be available a sub- 
stitute mouthpiece for the lines of the 
chief actors, to go on for the latter in any 
emergency—unless the theatre is to be 


darkened and the box-office closed. 


NY business, however dependent for success on the brains and the 
personalities of its executives, can develop a useful “understudy” for 
its most essential performers, through the medium of Life Insurance. 

Not as valuable as the original, perhaps—for sometimes no amount of 

money can make up for the loss of a vital personality—but as competent 

a substitute as money can represent. 


Among Life Insurance contracts, there is one which has been intensively 
groomed to step onto the stage when a vital figure in the administrative, 
productive or distributive forces of an organization is taken off by dis- 
ability, retirement or death. This is the Travelers “Life Expectancy” 
policy, which gives the man in business an intensive insurance background 
during the probable period of his greatest business responsibilities, and at 
the expiration of that period allows such disposition as will best fit his sub- 
sequent personal, domestic, or modified business activities. 


A Travelers “Life Expectaricy” contract, taken out on the life of a vital 
executive by his company, not only serves as a competent understudy 
during his active business career (by indemnifying the company for the 
loss of his abilities)—but also affords a sensible and secure means of retire- 
ment and reward, when his long and valuable service is terminated. This 
coverage is so highly specialized that it is more economical than any other 
form of permanent life insurance; yet so adaptable that it automatically 
bridges the gap between business activity and domestic leisure. Ask for 


booklet “‘A Short Cut to Security”. 
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NO APPREHENSION OVER 
SUBSTANDARD LOSSES 


Companies Believe Criticism 
Comes From Those Who Do 
Not Understand Business 


DIFFERENCES ARE CITED 


New Entrants Into Field Will Naturally 
Experience Increasing Loss Rate 
Until Stabilized 


A number of the companits writing 
substandard business are taking excep- 
tion to the frequently voiced apprehen- 
sion as to the future of this class of 
business, pointing out that in their opin- 
ion and based on the experience of their 
companies, the substandard business has 
fully justified itself and it appears to be 
on a thoroughly stable and sound basis. 
They believe that the criticism of the 
results of substandard underwriting 
comes largely from the misapplication 


of general mortality experience and a 
misunderstanding of the development of 
the business. 


Cite Mortality Increase 


It has been frequently complained in 
the recent past that substandard busi- 
ness was leading some of the companies 
that had entered that field into an un- 
fortunate loss experience. It was _be- 
lieved by some that the substandard 
business was proving disastrous and the 
mortality increases could largely be 
credited to this branch of the business. 
Actual increases in mortality of a num- 
ber of the companies have been cited 
as evidence of this trend. A good case 
seems to have been established for the 
viewpoint that there was a persistent 
increase in the mortality rate on sub- 
standard. 


Figures Are Analyzed 


An analysis of the figures, however, 
has been used to draw an entirely dif- 
ferent conclusion by some company of- 
ficials. It is believed that the figures 
used are not representative of the trend 
of the business, but reflect the experi- 
ence of some of the recent entrauts into 
this branch of life insurance and thus 
reflect merely the beginning stages of 
substandard underwriting and not the 
stabilized business. It was pointed out 
by one company official that substand- 
ard business is comparatively new. 
Some of the companies in this field 
have not yet grown beyond the first 
reaction from this class of business. It 
is Quite generally agreed that even sub- 
Standard business does not show a 
striking difference from standard busi- 
ness the first year or two, the actual 
substandard mortality coming in the 
third and following years. Thus the 


companies that have recently entered 
the field and those that have developed 
the bulk of their substandard business 
in the past few years cannot use their 
individual experience as a reflection of 
the trend of substandard mortality. 
The increased substandard mortality 











ORGANIZING NEW LIFE 
COMPANY IN CHICAGO 


TO BE CALLED SHERIDAN LIFE 


Will Start With $100,000 Capital and 
Like Surplus—U. S. Grant Under- 
writers Are Fiscal Agents 


A new life insurance company is in 
process of organization in Chicago, the 
Sheridan Life having been chartered to 
operate as a legal reserve stock com- 
pany with $100,000 capital stock and 
surplus at the outset. The charter was 
granted in September and the fiscal 
agents have already placed one-half of 
the stock. The actuarial work of the 
company has been completed by Haight, 
Davis & Haight of Indianapolis and the 
company is in readiness to start opera- 
tions as soon as the balance of the stock 
is sold. 


Agency Is Fiscal Agent 


The U. S. Grant Underwriters are act- 
ing as fiscal agents for the Sheridan 
Life. This is an incorporated agency 
which has been writing general lines of 
insurance for sometime. M. E. Daniels 
is the head of the organization and is 
in charge of the development work of 
the Sheridan Life. Mr. Daniels has been 
in the insurance business for 26 years 
starting with the Penn Mutual Life in 
Indiana. The incorporators of the com- 
pany are given as follows: H. C. Nib- 
lock, Chicago, formerly with the Mutual 
Life of New York and now with the 
Lawrence Whiting Company; Louis M. 
Becker, formerly with Swift & Co. and 
now with the U. S. Grant Underwriters; 
Dr. Alex J. Whamond, president of the 
Robert Burns Hospital of Chicago; Dr. 
Victor F. Long, an examiner for the 
New York Life; Frank B. Bracek of 
Chicago, with Swift & Co.; Edward 
Dorl, of Chicago, connected with the 
U. S. Grant Underwriters; Dr. C. N. 
Trompen, a dentist at Roseland, IIL; 
Fred L. Dorl of Chicago, an independent 
meat packer; M. K. Lawler of Swift & 
Co. in Chicago. The capital stock of 
the Sheridan Life is authorized at $100,- 
000, to be divided into 2,000 shares at 
par value of $50, selling at $100 to cre- 
ate a surplus of $100,000. 











which is actually reported in many cases 
is being experienced by many companies 
whose business in this field is very new. 
They have not yet gotten beyond the 
first year or two in their substandard 
department, or at least in the bulk of 
the business in the department and thus 
are naturally reporting persistent an- 
nual increases in the mortality rates, as 
well as the total of mortality. The nor- 
mal experience would show an increas- 
ing mortality for several years until the 
business had become stabilized. This 
gradual increase in the mortality rates 
appear particularly notable, as the sub- 
standard mortality is naturally expected 
to be about 50 per cent higher than on 
standard business. Thus if the business 
started in the first year or two with a 
mortality rate equivalent to the standard 
mortality rate and then gradually in 
the next two years increased to a mor- 
tality rate 50 per cent higher than that 
experienced on substandard business, the 
increase would appear to be very not- 
able. After this increase is made, how- 





STATE INTERESTED IN 
NORTH AMERICAN CASE 


INVOLVE CONSTITUTIONALITY 


Commissioner Dumont Wants Final 


Court Ruling on Validity of 
Transformation Law 


LINCOLN, NEB., Dec. 22.—Com- 
missioner Dumont has instructed the 
attorney general to file a motion for a 
new trial in the Leininger-North Amer- 
ican National Life case, and, if that is 
denied, as is expected, to perfect an 
appeal to the supreme court. There it 
will be possible to advance the case so 
that a final judgment on the constitu- 
tionality of the law relating to trans- 
formation of mutual companies into 
stock corporations may be secured be- 
fore the legislature adjourns. If that tri- 
bunal affirms the holding of Judge Shep- 
herd that the law is invalid because it 
does not properly protect the property 
rights of policyholders in mutual com- 
panies, there will be an opportunity then 
for the legislature, if it chooses, to enact 
a new law that will meet the objections 
to this one. 


Important Question Involved 


Mr. Dumont says he is not primarily 
actuated by any desire to take sides in 
the pending litigation, but that there are 
at least six other companies in the state 
that have been transformed under this 
law, all of them before he assumed of- 
fice, and it is very essential that it be 
determined by a court of last resort 
whether the law stands. The prime duty 
of the department, as he views it, is to 
protect the policyholders interested in 
these transformations, and to do this it 
is first necessary to ascertain their 
status under the law. The company will 
appeal also on its own account. 

G. L. E. Klingbeil, founder and for- 
mer president of the company, has issued 
a critical statement on the court’s deci- 
sion insofar as it is based on the court's 
analysis of his testimony. He says the 
court misconstrued what he testified as 
the mutual company’s condition. He at no 
time said that it was solvent, but that 
the company was unable to maintain a 
normal and healthy growth because of 
the financial stringency in the three 
states in which it was operating. 


ever, unless there is a marked increase 
in the volume of new business sufficient 
to overshadow the experience of the 
older business, the stabilization point 
should be reached and the actual sub- 
standard mortality reflected. 


Business Is Stabilized 


This has been the actual experience 
of some of the companies. One com- 
pany reports that it has been doing a 
substandard business for many years 
and its ratio has become definitely 
stabilized. In fact, its mortality rate 
became stable several years ago on the 
basis of a rate of actual to expected of 
50 per cent higher than that reported 
on standard business. It is the com- 
bination of the fact that this 50 per cent 
increase must be reached and also the 
fact that the growing process shows an 
apparent upward trend for several years 
that has led a number of underwriters 

(CONTINUED ON PAGE 10) 


SOLICITUDE FELT OVER 
| GENERAL MOTORS GROUP 


Was Written Without 





| Big Policy 





Paying Commissions to 
the Agents 
SEE DANGER IN ACTION 


New York Department Calls a Hearing 
to Have the Situation Discussed 
on All Sides 


NEW YORK, N. Y., Dec. 23.—The 
storm that has been brewing for several 
weeks large group contracts on 
commissions are paid to 
will probably break here tomor- 
row Superintendent Beha 
called a meeting of all New York com- 
group The 
$1,000,000 case recently written on the 
General Motors by the Metropolitan 
Life without recourse of agents, the 
whole transaction having been handled 
directly by Vice-President James E. 
Kavanaugh and Manager A, C. Camp- 
bell of the group department, has been 
the immediate cause of the revival of 
agitation that has been simmering since 
August 27, when Superintendent Beha 
wrote Secretary B. D. Flynn of the 
Travelers that groups of at least 10,000 
might stand on their own feet as to 
mortality and expense and might be 
written without payment of commissions 
to agents. In that case the savings that 
resulted might be returned to the in- 
sured in the form of dividends after 
allowance had been made for the cost 
of time spent by company officials in 
writing the case. 

Agents Take Notice 


over 


which no 


agents 


when has 


panies writing business. 


The problems raised by the writing of 
large group cases without payment of 
commissions to agents were first offi- 
cially noticed last week at a meeting of 
the executive committee of the New 
York Life Underwriters Association. It 
has since been learned that the meet- 
ing developed into quite a lively one 
when one member after another rose to 
protest against a movement that was 
likely to undermine the whole agency 
system. At that time the committee 
determined to take active steps to clear 
up the problem and out of this determ- 
ination has probably grown Superin- 
tendent Beha's action in calling the 
meeting of group companies. 

Officials Refuse to Comment 


At the present time it is impossible to 
say definitely just what will be done at 
the meeting, for the officials of the New 
York department refuse to comment on 
the terms of the General Motors con- 
tract in particular and in general decline 
to discuss the possibility of a revision 
or a reinterpretation of the ruling laid 
down in the letter sent the Travelers last 
August. It has been learned, however, 
that the department feels that overhead 
writing is not specifically authorized by 
this letter, which was written in answer 

(CONTINUED ON PAGE 14) 
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COMMISSIONER HANDS 
STEPS OUT OF OFFICE 


RETURNS TO LIFE INSURANCE 





Will Become Superintendent of Agen- 
cies of the Michigan Mutual of 
Detroit Effective Jan. 1 





LANSING, MICH., Dec. 22.—Carry- 
ing out his promise made following the 
defeat of Governor Alex J. Groesbeck 
in the September primaries, Commis- 
sioner Leonhard T. Hands of the Mich- 
igan department announced his resigna- 
tion this week, effective at the end of 
the year. At the same time, the com- 
missioner made it known that he will 
become superintendent of agencies for 
the Michigan Mutual Life of Detroit, 
starting Jan. 1. 

It is reported on good authority that 
the commissioner was tendered a num- 
ber of positions with various insurance 
organizations before he finally decided 
to re-enter the life insurance field, the 
scene of his original insurance efforts 
before he entered state employ, in the 
executive position offered by the De- 
troit company. On the eve of submit- 





LEONHARD T. HANDS 


ting his resignation to Governor Groes- 
beck, Commissioner Hands wrote to 
Governor-elect Green offering him any 
assistance necessary in launching the 
new departmental regime, although Mr. 
Green has not as yet announced his 
choice for commissioner. 


Became Commissioner in 1921 


Mr. Hands entered the department in 
1917, after completing a wartime job, 
that of organizing the state draft or- 
ganization from offices in Lansing. 
From an initial clerkship which he ac- 
cepted merely because it offered him 
an opportunity to learn department af- 
fairs, Mr. Hands rapidly rose to acutary, 
second deputy and first deputy in rapid 
succession. Then, following the resig- 
nation of Frank H. Ellsworth, he was 
appointed commissioner in 1921. Since 
that time he has been almost constantly 
in the eyes of the insurance world be- 
cause of notable activities of the de- 
partment under his supervision. 


Goes to Michigan Mutual 


In leaving the department after his 
decade of public service, Mr. Hands 
goes to a well-established, old-line life 
company. The Michigan Mutual Life 
was organized in 1867 and has been con- 
tent with a conservative growth along 
the soundest insurance and business 
lines. It is now doing business in 17 


states, mostly of the central group ex- 
tending from the Lakes to the Gulf; it 
has business in force totaling approxi- 
mately $150,000,000. 

Mr. Hands leaves his position with 





CITE PRESENT STATUS 
OF MODERN WOODMEN 


—_—_— 


FRATERNAL IS 


Financial Condition Viewed by “Fra- 
ternal Age” as Only 55 Per- 
cent Solvent 


CRITICIZED 





Considerable interest is attached to 
the comment which is given in the cur- 
rent issue of the “Fraternal Age,” a 
monthly journal devoted to the inter- 
ests of fraternals which have adopted 
the legal reserve basis, covering the 
present status of the Modern Woodmen 
of America. The editor of that journal 
made a tour of the country to inquire 
as to the viewpoint of fraternal inter- 
ests generally on the present condition 
of this fraternal and the outlook for its 
future. In his article he states that the 
question which was put to him in prac- 
tically every case was “How long will 
it be before the Modern Woodmen of 
America busts up?” He points out that 
there is no reflection in any case as to 
the fraternity, the only question being 
in connection with the insurance de- 
partment of the organization and its 
ability to adequately pay out the con- 
tracts assumed. 

Figures Are Cited 


The article in the “Fraternal Age” 
states that fraternal offices throughout 
the country are watching the Modern 
Woodmen of America closely, because 
this question as to the accuracy of its 
rates is being persistently asked and a 
bursting of the Modern Woodmen of 
America “bubble” would be a hard blow 
to the fraternal system. In analyzing 
the last statistical report of this frater- 
nal, the article points out that the so- 
ciety now has on hand $45,276,739 avail- 
able for the payment of death losses. 
The money it expects to collect in the 
future from all of its members is esti- 
mated at $343,879,281, making a total of 
$389,156,020. While it is agreed that 
this is a large sum, it is pointed out that 
this makes a poor showing in compari- 
son with the promised benefits to mem- 
bers of the society, which total $697,- 
361,988. Claims due and unpaid at the 
time of the report totaled $2,537,910, 
making a total of liabilities, actual and 
contingent of $699,899,898. 


Comments on Solvency 


The article says “that makes the so- 
ciety 55.6 percent solvent.” It is then 
stated that even this is not a true indi- 
cation of the status of the society, as 
some of the claimants will be paid 100 
percent, the later claimants suffering a 
decrease from the 55 percent payment, 
actual insolvency resulting in inability to 








an outstanding record which has won 
him renown in many quarters. The 
department, during his regime, has made 
a name for itself as one of the most 
efficient in the country and it has so 
consistently worked toward establish- 
ing sound insurance in the state that 
the dubious carrier is more and more 
shunning the state and whining occa- 
sional protests to the effect that Com- 
missioner Hands and his aides are 
“prejudiced.” 
Predict Brilliant Record 


Friends of the commissioner are pre- 
dicting that he will make fully as bril- 
liant a record in his new connection as 
he has in the state service. The com- 
missioner, himself, is optimistic as he 
enters the new work and promises to 
devote his best efforts to advancing the 
interests of the Michigan Mutual Life. 
With his broad general experience and 
his earlier experience as a life agent, 
Mr. Hands is expected to make an 
ideal superintendent of agencies. He 
leaves the department, at all events, with 
the complete good-will of the well-wish- 
ers of sound insurance and it is only 
hoped that Governor-elect Green will 





appoint as capable a successor. 


HEARINGS HELD ON THE 
CASE AGAINST STURM 


MUCH INTEREST IN CHARGE 
Ohio Insurance Department Is. Taking 
Evidence and Will Reach a De- 
cision in Few Days 





CINCINNATI, O., Dec. 22.—The 
second hearing before Superintendent 
Conn of Ohio in the case of Sam W. 
Sturm of Cincinnati, leading producer 
of the Mutual Benefit, against whom 
charges were made by members of the 
Cincinnati Life Underwriters Associa- 
tion that he had accepted premium notes 
without interest or at interest rates less 
than the 6 percent fixed by Superin- 
tendent Conn, was held here today. A 
large number of members of the Cin- 
cinnati Life Underwriters Association 
appeared at the stipulated time, 10 
o’clock, but were not admitted, as the 
hearings were held privately. Ex-Gov- 
ernor Judson Harmon of Ohio is attor- 
ney for Mr. Sturm and and Judge Hugh 
L. Nichols is attorney for the under- 
writers. The case has aroused wide- 
spread interest because of the promi- 
nence of Mr. Sturm and the technical 
points involved in connection with the 
anti-rebate laws. 

Preliminary hearings were held in the 
offices of the Ohio insurance depart- 
ment last week before Judge Harry L. 
Conn, superintendent of insurance; 

C. Stafford, deputy superintendent, and 
Walter A. Robinson, actuary of the de- 
partment. 








pay some members. The society is writ- 
ing its new business at rates that are 
said to be adequate, but these go into 
the one common fund and the old in- 
adequate rate members are benefiting 
by the increased income while they are 
likely to be the first ones to draw upon 
the company for a claim. The “Frater- 
nal Age” states that it was this appar- 
ent 55 percent solvency that caused the 
Pennsylvania insurance department to 
cancel the license of the Modern Wood- 
men of America this month. 


Pennsylvania Commissioner’s View 


The Pennsylvania insurance commis- 
sioner said, “This license was revoked 
for the reason that it showed only 55 
percent solvency and its only defense 
was that ‘outside pressure to force the 
organization on a solvertt basis would be 
disastrous,’ and the opinion of the in- 
surance commissioner is that it would 
be far more disastrous to permit the 
organization to continue to enroll new 
members under the illusion that they 
were joining a strong, solvent insurance 
organization and were only joining an 
organization that is 55 percent actuar- 
ially insolvent.” It is stated that in 1925 
the income from the members for the 
mortuary fund was $23,200,599 and the 
disbursements from the mortuary funds 
for death claims and 70-year settlements 
were $21,014,080. This left a balance of 
$2,186,519 and this difference between 
income and claim disbursements has 
been getting smaller every year. 





Big Policyholder a Suicide 


Archer G. Jones, 53, manufacturer 
and business man of Richmond, Va., 
who committed suicide Tuesday by in- 
haling illuminating gas, carried upward 
of $800,000 life insurance. He took out 
$600,000 in the late fall of 1925, $400,000 
written by the Aetna on the 5 year modi- 
fied term plan, and remainder of that 
sum by the Mutual Benefit Life. He 
recently paid second year premium on 
this insurance. The other insurance was 
distributed among several companies 
and running longer. He was reported 
to be very wealthy, but his affairs were 
somewhat involved because of unwise 
real estate investments. Most of the 
insurance was said to be assigned to 








banks carrying his paper. 


JOHN A. STEWART DIES 
AT RIPE AGE OF 104 


BECAME AN ACTUARY IN 1850 





Famous Wall Street Financier Was 
First Statistician of the United 
States Life 





The death last week of John A. Stew- 
art marked the close of the career of 
one of the striking figures in the life 
insurance and financial worlds. Mr. 
Stewart, who was 104 years old last 
August, was the first actuary of the 
United States Life of New York. He 
entered into this connection in 1850 
when the company was organized and 
served in that capacity until 1853 when 
he became secretary of the United States 
Trust Company at the time that insti- 
tution was first organized in New York 
City. It is no reflection upon Mr. Stew- 
art’s actuarial ability that he outlived 
the limit of his own mortality tables by 
some eight years. 

When he was 43 years old, Mr. Stew- 
art was made president of the United 
States Trust Company, which he had 
helped to organize in 1853. He held 





JOHN A. STEWART 
First Actuary of United States Life 


the position of president for about 40 
years, and in 1902, became chairman of 
the board. In the latter capacity he 
remained active practically until his final 
illness. It is noteworthy that even at 
the age of 104 he died, not of old age, 
but from pneumonia, which set in 
Thursday. He died early Friday morn- 
ing. At the time of the famous Wall 
street explosion in 1920, when Mr. Stew- 
art was 96 years old, though far beyond 
the age at which most men retire, he 
was seated at his desk in the United 
States Trust Company, only about 100 
feet from the explosion. He was not 
injured. 

Mr. Stewart was prominent in many 
fields. At one time he was assistant 
secretary of the United States treasury. 
He was graduated from Columbia Uni- 
versity in 1840 and at the time of his 
death was the oldest living graduate of 
the institution. He engaged in civil 
engineering for several years after grad- 
uation and was for a time clerk of the 
board of education in New York City. 
One of his chief interests was Prince- 
ton University, of which he had been 
a trustee and counselor since 1868. He 
served as president pro tem of the uni- 
versity for the period between the res- 
ignation of Woodrow Wilson to become 
governor of New Jersey and the instal- 
lation of John Grier Hibben as head of 
the institution. It is said that he was 
largely responsible for having the ca! 
sent to President McCosh, whose ad- 
ministration marked the beginning of 








the modern Princeton. 
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BANKERS LIFE DROPS 
“EASY PAYMENT” PLAN 


Reawakens Interest in Question 
of General Practicability 
of Salary Deduction 


GREAT VARIANCE IN VIEWS 


Some Reported to Be Considering 
Similar Action and Others Laud 
the Proposition Highly 


Interest in the debate over the prac- 
ticability of the salary deduction plan 
of writing life insurance has been re- 
awakened by the announcement last 
week of the Bankers Life of Iowa that 
it will discontinue writing this plan of 
insurance on Jan. 1. The possibility of 
similar action by other companies in 
the field has been intimated from time 
to time in the past, though none have 
yet definitely retired from it. There has 
been considerable discussion as to the 
results of the plan which was originally 
heralded as a boon to the business. 
Some readjustments in the underwriting 
practices connected with it have been 
made by even the large companies that 
have written a great volume of it. 

Only Operated Two Years 


The Bankers Life has only had the 
plan in operation about two years. It 
was not called the salary deduction 
plan, but the “easy payment” plan. It 
was, however, substantially the same 
idea as the salary allotment insurance 
offered by a number of the companies. 
When the plan was first launched by 
the Bankers Life it was strenuously 
pushed for a time, but shortly the com- 
pany came to the conclusion that the 
results did not justify the efforts and 
activity was checked and the plan is 
now finally abandoned. The company 
said that it found that the policies writ- 
ten averaged a low figure, that the busi- 
ness made a heavy drain on the time 
of the regular agents and that the lapse 
ratio was unduly high. These factors 
made the business unprofitable and did 
not warrant the time and energy spent 
by either the home office or the agency 
force. 

Similar experience has been reported 
in other offices which have been writing 
salary allotment insurance. There has 
been a number of rumors by other com- 
panies that this action would be taken, 
one company making an emphatic state- 
ment that the plan would not become 
a permanent fixture. It has been found 
that there was an enormous amount of 
bookkeeping involved in the operation 
of the plan and the high lapse ratio 
made a turnover of business that proved 
unprofitable. Not all companies have 
experienced this apparently for a num- 
ber are pushing the plan today as they 
never did in the past. Some of the com- 
panies are still putting a tremendous 
volume of this class of business on the 
books and their agency forces look upon 
it as a very important factor in the de- 
velopment of their business. 

Readjustments Are Made 


Even some of the larger companies, 
however, have made some readjust- 
Ments in the plan during the past few 
months, though it is pointed out by 
some that these are merely the natural 
readjustments that would be made in 
any new plan, required by.a better un- 
derstanding of the business. The Aetna 
Life, a few weeks ago fixed $5 monthly 
as its minimum for individual premiums 
where less than 250 lives were involved. 

hat was a move to eliminate the 
smaller size sales that cause much 
trouble without much income. The 
Metropolitan Life recently announced 


that it had placed its monthly premium 





EQUITABLE LIFE HAD 
RECORD DAY’S TOTAL 


LOYALTY DAY WAS OBSERVED 


Wrote $54,330,746 in One Day, With- 
out Previously Planned Campaign, 
5,005 Agents Participating 


A record day’s business was recorded 
by the Equitable Life of New York, 
when it wrote $54,330,746 on “Loyalty 
Day.” This special day has been ob- 
served for a number of years by the 
agency force of the Equitable Life, but 
this year’s total of business established 
a new record for this day and a new 
record day’s business in all the history 
of the company. It was especially note- 
worthy in view of the fact that there 
was no special campaign made by the 
home office previous to the observation 
of “Loyalty Day,” the agency staff 
writing this tremendous total of busi- 
ness under a self appointed campaign. 


Date Kept a Secret 


The exact date of the day is in fact 
kept a secret until 24 hours in advance, 
when the soliciting agents are notified. 
Thus there can be little working ahead 
for a particular record and the demon- 
stration of the business written is an 
illustration of what may be accomplished 
by a definite application of the entire 
agency force on a certain objective. 
The business must be written within 
the 24 hours of the one day, but three 
additional days are allowed the agent to 
clean up the medical examination. On 
this day the great volume of over $54,- 
000,000 was written by 5,005 agents and 
the total number of applications was 
10,852, though these figures are not all- 
inclusive, a few agencies have not yet 
reported the results of the day’s busi- 
ness. 


ordinary business on the industrial plan 
as regards collection and accounting. 
The Metropolitan, of course, is in a 
peculiarly advantageous position due to 
having the large industrial department 
that could absorb the routine of this 
class of business. 


Defend the Plan 


Some of those who are making a 
specialty of the salary allotment busi- 
ness today, however, express the opinion 
that the criticism of the plan comes 
from those who do not understand it. 
One manager stated that it was only 
natural that the smaller companies 
would withdraw from this plan, as they 
are not especially well adapted to the 
handling of business of this type. They 
point out that in the first place the 
agency force must be an agency force 
that has been in constant contact with 
the heads of the big business organiza- 


tions. Also the plan is especially well 
adapted to the agent who is handling 
multiple line insurance and can either 


use the salary allotment plan as an en- 
tree for other lines or use the other 
lines as an entree for salary allotment. 
It is in reality a part of the multiple 
line agency kit and not an ordinary 
life insurance sideline. He said that 
also a company could not possibly 
handle this unless they had a large 
enough volume and a great enough 
spread to have a perfect application of 
the law of averages, which would not 
be achieved by even the average sized 
company in most cases. One agency 
manager said that he believed the salary 
allotment was his greatest aid in the 
development of business and that the 
agents in his office would suffer by the 
withdrawal of the plan. The greatest 
volume of business has been written by 
him and the agents in his office on this 
plan and it is regarded by him as one 
of the greatest developments in the 
business from an agency standpoint. 
There is still much speculation as to 
the future of the plan and as to whether 
it will in time be abandoned by all but 
the few large companies whose agency 
forces operate to a large extent on a 





PRESCRIBE BASES FO 
“NON-CAN” VALUATION 


BEHA GIVES RESERVE RULING 


New York Superintendent Notifies 
Companies Writing This Form of 
Minimum Standards Fixed 


ALBANY, N. Y., Dec. 22.—Super- 
intendent Beha has issued a letter to 
all companies with outstanding non-can- 
cellable accident and health policies pre- 
scribing the bases for the 1926 and sub- 
sequent years’ valuation on all such 
policies. The letter recalls the letter 
sent out Mar. 2, 1926, which prescribes 
certain minimum reserves for active and 
disabled lives under non-cancellable ac- 
cident and health policies for the 1925 
valuation and refers to the hearing held 
in the New York office of the department, 
Dec. 8, 1926, regarding proposed changes 
in the reserve bases as outlined in the 
circular letter sent out by Superintendent 
Beha, Noy. 29, 1926. The letter then 
goes on to prescribe the bases for 1926 
and subsequent years’ valuations as fol- 
lows: 

“The 
lives) 


minimum reserves, (on active 
including the unearned premium 
reserve, to be the same as those pre- 
scribed in my circular letter of March 
2, 1926, namely, reserves based on Hunt- 
er’s table increased, in case of waiting 
periods of less than six months, in such 
a manner as the company’s calculations 
justify, to cover the cost of disability 
of less than six months’ duration. One 
company’s experience indicates that on 
policies expiring at age 60, the follow- 
ing additions should be made to reserves 


on the basis of Hunter’s table: No wait- 
ing period 80 percent, two weeks wait- 
ing period, 50 per cent; 13 weeks wait- 


> 


ing period, 13 percent. If coversve ex- 

tends beyond age 65, additional reserves 

must be set up to cover such benefits. 
Reserves on Disabled Lives 


“Claim reserves based on Hunter's 
table of mortality among disabled lives, 
with the exception that in case the per- 


iod between the date of disability and 
the date of valuation is less than 27 


months the reserve shall be equivalent 
to the prospective payments for a period 
three and one-half times as long as this 
period of disability (or Hunter’s re- 
serve, whichever is the smaller); pro 
vided that in no case shall the reserve 
than the equivalent of seven 
weeks’ claim payments. 

“This ruling does not cover mere 
notices of claims, resisted claims, other 
reported claims in connection with 
which the company does not yet have 
any means of determining whether or 
not it is actually liable, or claims in- 
curred but not yet reported. Reserves 
should be set up on such notices and 
claims in such a manner as the com- 
pany's calculations justify. 

“The maximum rate of interest in cal- 
culating reserves shall be 3% percent. 


be less 


“The above bases are prescribed as 
minimum standards. The experience 
of many companies will doubtless re- 


quire that they set up reserves in ex- 
cess of the prescribed minimum.” 


multiple line basis. Some of the smaller 
and younger companies that have taken 
it up are still looking favorably towards 
it and anticipate the development of a 
large business in this direction In 
the underwriting of this business the 
results depend largely upon the securing 
of volume in order to secure an under- 
writing spread and thus a number have 
expressed the opinion that unless the 
plan is definitely pushed by the com- 
pany, it can only lead in time to its 
abandonment. One agency man said 
that if it were properly pushed and an 
adequate amount of this business writ- 
ten, even the smaller companies could 
profitably underwrite it, just as some of 
the smaller companies have undertaken 
group insurance and established it on 
a profitable basis, though the com- 
parison is not particularly applicable. 





ANNUAL CONNECTICUT 
INSURANCE DAY HELD 


Large Gathering in Hartford Is 
Enthusiastic About 
the Event 


NATIONAL OBSERVANCE 


Excellent Speakers Make the Progrm 
Both Interesting and Beneficial to 
Those Attending Sessions 


HARTFORD, Dec. 22.—The annual 
celebration of Connecticut Insurance 
Day, held here last week, was attended 
by some 400 fire, life and casualty men 
There were many interest- 
ing addresses and an increased en- 
thusiasm for this new feature in the in- 
surance state. There was a morning 
business session, a luncheon, an after- 
noon session and an evening banquet. 
At least two speakers in the course of 


the sessions suggested that a national 
insurance day following lines similar to 
those of the local events should be in- 
augurated. James L. Case, of Norwich, 
was chairman of the general committee 
and presided at the various sessions. 
Most of the addresses and discussions 
centered about problems of the fire and 
casualty insurance lines, but there were 
talks devoted primarily to life insurance. 


of the state. 


Explains Purposes of Day 


In opening the morning session Chair- 
man Case explained the aims and pur- 
poses of the day, which is dedicated to 
the interest of all classes of the busi- 
and represents the companies, 
agents and all other interests of the busi- 
ness. “Because troubles have been so 
few and _ settlements have been so 
prompt,” said Mr. Case, “the public at 
large has taken the business of insur- 
ance almost for granted and is ignorant 
of its operations as a whole. It is partly 
because of this condition as well as the 
desire of the companies and agents to 
secure a better understanding by the 
public of insurance matters in general, 
that an annual insurance day observance 
has been inaugurated.” 

Geed Will 


ness 


Apostie of 


James A. Whitmore, agency manager 
of the Phoenix Mutual Life, was the 
first speaker on the program. He gave 
an inspirational talk on “Connecticut's 


Ideal Life Underwriter,” which was 
one of the most brilliant addresses of 
all the sessions. He characterized the 


life insurance agent as an apostle of 
good will and as the means of extend- 
ing the company into the community. 
He said that there is still a resiétance 
to the life insurance agent in many 
cases, but no longer a resistance to life 
insurance itself. He, declared that it is 


the duty of the agent to be well 
grounded in this work. According to 
Mr. Whitmore, there is no place in 


unin- 
sincere 


the business for the twister or 

formed salesman. Intelligent, 

service is the order of the day. 
Weorld’s Greatest Stabilizer 


Commissioner Howard P. Dunham of 
Connecticut declared that the insurance 
men had gathered to do honor to the 
world’s greatest stabilizer, the protector 
of the home and business, insurance. 
He emphasized the service which in- 
surance has performed in guaranteeing 
the soundness of economic life of the 


country and declared that the chief 
needs of the business are vision and 
conscience. He said that irregular 


things are happening in every business 
and that it is a good thing for business 
men to get together as on an insur- 
ance day to smooth out such differences. 
One of the most stirring addresses of 
(CONTINUED ON PAGE 10) 
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“JUST SELLING” WAS 
DISCUSSED BY ALLEN 


New York General Agent for New 
England Mutual Was 


Speaker 


EE 


MADE SALES SUGGESTIONS 





Address Before Hart & Eubank Agency 
Meeting Presented Many Busi- 
ness Getting Methods 





NEW YORK, Dec. 22.—“Just Sell- 
ing” was the subject chosen by Edward 
Allen, general agent here of the New 
England Mutual, for his address before 
this week’s educational meeting of the 
Hart & Eubank agency of the Aetna. 
Mr. Allen spoke rather intimately out 
of long years of experience and success 
both as a personal producer and a gen- 
eral agent. 

“I think this is the most wonderful 
business in the world,” he said. “When 
a business has done a lot for a man, 
that is naturally what he thinks of it. 
In talking to you, I am talking more at 
myself. There are a lot of things I 
should have done that I did not do and 
a lot of things I did that I shouldn’t 
have done. I am going to tell you about 
them in the hope that they may perhaps 
help you in avoiding some of the pitfalls 
into which all of us fall. 

“There are wonderful opportunities in 
this business. Speaking of opportuni- 
ties, let me tell you of my partner. I in- 
sured him for $5,000 when he was 2 
years old. I liked the way he talked. 
I took him to lunch and sold him the 
idea of coming into the business. Dur- 
ing the past four years he has produced 
about $1,250,000 annually. He had what 
is so often called ‘guts.’ He had the 
power to do his day’s work. Not long 
ago I went to the home office of the 
company and asked them there to ap- 
point him as my partner. I tell you 
there are wonderful opportunities if you 
will just play the game. The world is 
absolutely hungry for men who will get 
out and do things. But the only way 
to get things done is to pay the price, 
— so very few men are willing to do 
that. 

Agents Need a “Boss” 

“T cannot understand why the aver- 
age man does not play the game. Up to 
a few weeks ago we had what we call a 
‘Life Insurance Clinic.’ It started at 
9:00 in the morning. In these meetings 
we had a sales talk and talked over in- 
surance for about 20 or 30 minutes. We 
made it almost compulsory for our men 
to be there, especially the new men. 
We stopped those clinics for the month 
of Dicember. What happened? For- 
merly they were all there at 9:00 in the 
morning every day in the week. Now 
you can only find,a very small percent 
of them in at that time. What most 
men need is a ‘boss.’ They are not able 
to be their own master. That is a big 
point. Learn to be your own master. 

“One of the old, and practical things 
that you have all heard many times is 
to know what you are doing. How 
many of you know exactly where you 
are going? How many of you know 
what you are going to do between now 
and 6:00 o'clock tonight? The world 
steps aside to the man who knows 
where he is going. Every life insur- 
ance agent, before he hits the pillow at 
night, should have a definite program 
for the next day. I am quite sure a lot 
of you men do not know definitely what 
your day’s work is going to be. 

“In my office, the men who lead the 
procession are the men who not only 
work but study. They read what the 
other fellow is doing. Men who neglect 
to study in this business today are los- 
ing an opportunity. You have got to 








YOUNG E. ALLISON—THE MAN WITH THE 
HAND OF A MASTER AND A GREAT SOUL 








BY E. J. WOHLGEMUTH 


ORTY-FOUR years ago a young 

newspaper man, under 30, who had 

already had a brilliant career in the 
daily paper field in Louisville, listened 
to the eloquent voice of “Gus” Straus, 
who was commencing to be heard of in 
the printing business, and consented to 
become the editor of a new insurance 
journal at the extravagant salary of $50 
a month. 

The name of this young man was 
Young E. Allison, now the senior edi- 
tor of the “Insurance Field.” 


The starting of an insurance paper 
has not ordinarily been considered a 
matter of very great importance. Up to 
that time it usually meant that some 
broken-down insurance agent or ex-offi- 
cial saw an opportunity to capitalize his 
more or less wide acquaintance and the 
good nature of the fraternity by assess- 
ing as many companies as would stand 
for it $50 or $100 a year. In return for 
this the effulgent rays of his intellect 
would be shed upon the dark corners 
and problems of insurance. The value 
of this service was at all times more or 
less problematical. Business papers 
were not developed or understood then 
as now. 

* * * 

While Straus no doubt had an eye to 
advertising, his young editor had but 
one conception of journalism and this 
had been formed in the Louisville and 
Kentucky school which has produced 
Prentice and Watterson, not to mention 
a large number of other Kentucky writ- 
ers who have been an ornament to the 
newspaper craft. 

Young as he was, Mr. Allison had 
already been tried in the fire of conflict 
and had shown, to his loss, that he 
placed a higher value upon his stand- 
ards of professional conduct than upon 
his material success. 

Never a professed “moral uplifter,” or 
a professed anything else, for that mat- 
ter, he yet stood for certain things in 
motive and purpose which, unfortu- 
nately, do not always influence men 
who are chosen for leadership or as 
molders of opinion. | 


The particular test of Mr. Allison’s 
mettle came as a young man of 27 while 
editing the Louisville daily “Commer- 
cial,” the forerunner of the present 
Louisville “Herald.” This paper was 
owned at the time by the elder du Pont, 
father of Gen. T. Coleman du Pont, and 
he also owned the Louisville street rail- 
way system. The paper was badly run 
down and casting about for a man who 
could rehabilitate it, du Pont chose the 
brilliant young city editor of the 
“Times,” the afternoon paper of the 
“Courier-Journal.” Mr. Allison soon 
had the “Commercial” coming along in 
good shape. 

* * 

One day he conceived the bright idea 
of attacking the gambling business 
which was then in full swing in Louis- 
ville, running night and day, as openly 
as a bank. Before getting into action, 


however, he had the good sense to go 
to Mr. du Pont and lay the idea before 
the owner of the paper for his approval. 
He pointed out to him that the 
gambling interests were a strong ele- 
ment politically and would no doubt 
fight back as hard as they could. Mr. 
du Pont’s reply was: “It is your busi- 
ness to make a success of the ‘Com- 
mercial.’ It is mine to run the street 
car company. Go ahead.” 


Mr. Allison did so and soon things 
began to pop. The dominant political 
element demanded of Mr. du Pont that 
he call off the dogs of war. The street 
car company found itself in a position 
where it needed to make peace. Mr. du 
Pont went to Mr. Allison, told him that 
the fight had gone far enough, and 
asked him to let up on his crusade. Mr. 
Allison replied that he had gone too far 
to back down without compromising his 
position before the public. Mr. du Pont 
suggested that one way out would be 
for Mr. Allison to resign as editor. Mr. 
Allison replied that he could not act 
upon the suggestion. However, as a 
personal friend, he offered as a counter 
suggestion, that Mr. du Pont might de- 
mand his resignation. Mr. du Pont 
said: “I ask your resignation.” 

“My resignation is in your hands,” 
said Mr. Allison. “Accepted,” replied 
du Pont. es 


These amenities having been duly 
exchanged, Mr. Allison found himself 
minus a job. Incidentally he had gained 
a life-long friend in Mr. du Pont, whose 
son, years after, became his financial 
backer in a substantial amount when he 
again secured control of the “Commer- 
cial,” changing its name to the Louis- 
ville “Herald,” naming it, by the way, 
after the “Insurance Herald,” which he 
established in 1882. 

* * * 

These few facts in the life of a man 
whom the insurance world has delighted 
to honor in various ways and who is 
held in very high esteem, are presented 
in this issue because today happens to 
be Mr. Allison’s birthday anniversary. 
He was born Dec. 23, 1853, at Hender- 
son, Ky. For 44 years he has served 
the business of insurance. He is the 
dean of insurance journalism, enshrined 
in the hearts of all who know him. His 
example has been inspiring to his fellow 
editors, some of whom have received 
their training from him and all of whom 
have profited from their contact with 
him and an observance of his methods 
and standards. He was the first man 
to bring daily newspaper methods into 
the insurance trade press field. He 
gave it a tone not possessed by business 
journalism in other fields. His influence 
has been greatly widened by his per- 
sonal attraction to young men and his 
faculty for imbuing them with lasting 
enthusiasms. 

Tue NATIONAL UNDERWRITER extends to 
Mr. Allison birthday greetings and best 
wishes for a Merry Christmas and a 
Happy New Year. 








know what you are selling. If you 
walk into man’s office and you haven't 
the right answer to his objection and 
you hem and haw and stutter, your 
chance is gone. One of the great rea- 
sons for the success of a great many 
life insurance men is that they are able 
to ‘yes’ their prospects. A great trou- 
ble with many of us is that we let the 
prospect sell us the idea that he doesn’t 
need life insurance. 

“We have a Christmas policy; which 
you have all heard about and which you 
should try to sell at this time of the 
year. As you go about this week you 
will find men who do not want to get 
down to ‘brass tacks’ on life insurance. 
Call to their attention the fact that they 





can give it as a Christmas present. It 
will be a present not only for one year 
but for many years to come. It is a 
little piece of sentiment that should 
mean a good many policies. 

“In our office we have a holly envel- 
ope to put Christmas policies in. There 
are only five days left and then a few 
days left before the year is over. Try 
to get all the business you possibly can 
before the year closes. 

“Just remember the following: Know 
where you are going; plan your work 
definitely; use your brain. If you will 
use these three things, you are bound 
to win. Always remember, ‘You have 
got to see ’em to tell ’em, and you have 
to tell ’em to sell ’em.’” 





PLAN FOR WORK WITH — 
COOPERATION ON TRUSTS 


Hart & Eubank Make Mutual Ar. 
rangement With Guaranty Com. 
pany of New York 





AGENTS GET INSTRUCTIONS 





Practical Application of Theories Is to 
Be Made by 20 Carefully 
Selected Men 





NEW YORK, Dec. 22.—The Hart & 
Eubank agency here of the the Aetna, 
the largest producer in the country iast 
year, has again taken time by the fore. 
lock and stolen a march on its rivals by 
first establishing and putting into actual 
operation a plan for direct cooperation 
between life insurance agents and trust 
companies. Observing the signs of the 


times, the agency has worked out a 
practical cooperative scheme with the 
Guaranty Trust of New York. Together 
they have been conducting an experi- 
mental course of instruction in the prin- 
ciples and practices of trust company 
cooperation. About 20 agents carefully 
selected both for the quality and quan- 
tity of their production records received 
special invitations to attend this course, 
which was offered under the direction of 
Vice-President M. P. Callaway and As- 
sistant Trust Officer E. L. Colegrove of 
the Guaranty Trust. 


Outlined Agents Part 


At the sixth and final lecture given 
here this week at the offices of the 
Guaranty Trust, Hugh D. Hart outlined 
the part the agent has to play in trust 
company operation and explained how 
the agent could best put to use the in- 
formation he had acquired in the course. 
A definite direct-mail campaign has been 
worked out. Special literature has been 
prepared and printed by the Guaranty 
Trust, including three interesting little 
books, “Facts About a Life Insurance 
Trust,” “Questions to Decide When 
Making Your Will,” and “How a Life 
Insurance Trust Differs From Insurance 
Company Income Payment Plans.” 
Special letters have also been prepared 
for the use of agents in sending out 
these booklets. 


Use of Mail Campaign 


The mails are to be used only to u- 
earth prospects and create interest, said 
Mr. Hart. Saying that trust insurance 
will probably not sell as fast as other 
types, he warned agants not to be dis- 
couraged if they received no answers 
from the first 1,000 letters sent out 
The plan was to be judged not by the 
results obtained in a month but at the 
end of a year at least. If agents cot 
sistently followed through on their let 
ters and their letters were sent to the 
right type of prospects, their replies 
should easily average 2 percent—and ? 
percent meant money in their pockets 
The plan was worked out on a 7 per 
cent reply basis, said Mr. Hart, adding 
that the Guaranty Trust gets an aver 
age 18 percent reply on letters it sends 
out to clients and prospects. 


No Exclusion Arrangement 


If the letter sent out interests the 
prospect and he asks for a copy of the 
booklets, the agent then delivers tht 
booklet in person but makes no attempt 
to sell life insurance directly. His mai 
concern is to arrange a meeting betwee! 
the prospect and an officer of some trust 
company, preferably the Guaranty Trust 
but any other trust company if the pro 
pect so desires. As Hart & Eubank an 
the Guaranty Trust have no evclusivé 
agreement, the Guaranty Trust in a like 

(CONTINUED ON NEXT PAGE) 
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30CKWELL TELLS OF 
IDEALISTIC METHOD 


TALKS TO BOOKSTAVER’S MEN 





Life Insurance Guarantees the Fulfill- 
ment of Cherished*Plans and Hopes 
of Policyholder 





NEW YORK, Dec. 22.—Dr. Charles 
|. Rockwell, nationally known life in- 
surance educator, was the speaker at the 
regular monthly luncheon of the Joseph 
). Bookstaver agency of the Travelers. 
About 100 members of the agency and 
guests were present to honor Dr. Rock- 
well, who delivered a talk on “The Idea 
of Underwriting Lives” that was long 
and loudly applauded. 

Lives can be underwritten, said Dr. 
Rockwell, on either of two bases, the 
materialistic or the idealistic. Material- 
istic underwriting takes into account 
only mathematical considerations, deal- 
ing exclusively with figures relative to 
the cost of life insurance and its per- 
centage of return as a purely financial 
investment. It is the “hard-boiled” 
method of selling policies which usually 
arouses an equally “hard-boiled” atti- 
tude on the part of the prospect. It 
neglects all human factors. Its short- 


‘coming is that it deals with figures but 


not with all the facts. 
Idealistic School 


Dr. Rockwell placed himself with the 
idealistic school which seeks to inter- 
pret life insurance in its human terms. 
From this point of view life insurance 
is an assurance to the prospect that the 
benefits arising from his activities in this 
life will not be cut short by his death 
but will be projected forward and be- 
yond the span of his years. It removes 
the fears of the future that handicap 
him in his work and undermine the 
pleasures of his moments of leisure. It 
enables men to live confidently and opti- 
mistically the sort of lives they wish to 
live. Life insurance guarantees the ful- 
fillment of cherished plans and hopes 
against the ravages of the black angel. 
It is an indemnification of life against 
the ebb and flow of fortune, against the 
consequences of failure. Life insurance 
endorses the promissory notes of life 
which every man has to give by reason 
of the fact that he was born and still 
lives in this world with all its cares and 
responsibilities. 

“The miracle of modern life insur- 
ance,” Dr. Rockwell declared, “is that 
aman can now do many things after 
death that he could not have done if he 
had lived.” 

To underwrite lives properly, he went 
on to say, implies that an agent must 
not only know, understand and be able 
to recognize the problems of life in all 
its various social, business and personal 
aspects, but he must also be able to 
solve those problems. The solution of 
these problems depends upon a sympa- 
thetic understanding and a keen analysis 
ot all the factors involved and, secondly, 
the requisite skill and knowledge to pre- 
scribe the best remedy for the particu- 
lar ills in each individual’s situation. 
But most important of all for the life 
underwriter is the ability to explain 
clearly and convincingly to the prospect 
just how the remedy prescribed is the 
best one for his particular case. That 
is the essence of good salesmanship— 
clear and convincing explanation. 


Guarantees Contented Widowhood 


Remarking that the art of salesman- 
ship is still in its babyhood, Dr. Rock- 
well said that its great art consists in 
being able to sugar-coat, chocolate-coat 
or otherwise make palatable to the pros- 
pects taste the dose upon which his 
physical and spiritual salvation depends. 
-ll€ imsurance is one of the great boons 
of advancing civilization, he said in con- 
clusion, for it absolutely guarantees 
contented widowhood and _ educated 
childhood. 


In a short speech Rabbi R. J. Roth- 





MISSOURI STATE LIFE 
SHOWS FINE INCREASE | 


IS NOW INCREASING CAPITAL 





Company Is Writing New Ordinary 
Business at the Rate of $15,000,- 
000 Per Month 





Many life insurance companies are not 
showing material gains in new business 
this year. Most are content to break 
even or to show a small increase. The 
Missouri State Life is one of the com- 


panies that is making a handsome 
showing this year. It is now writing 
about $15,000,000 a month. It will is- 


sue this year about $123,000,000 ordi- 
nary business and $75,000,000 group. Its 
paid for ordinary business will be about 
$85,000,000. It will have in force at the 
end of the year in ordinary business 
$530,000,000 and $670,000,000 in all in- 
cluding group. 

The Missouri State Life has a large 
business in its home city, St. Louis. 
Its new paid for business in St. Louis 
is running $25,000,000 a year. It has 
in force in St. Louis, $105,000,000. Its 
November business amounted to $13,- 
435,200 on the issued basis, an increase 
of 85 percent over November of last 
year. The paid for business in Novem- 
ber amounted to $9,230,000. When the 
$1,000,000 additional capital is paid in, 
it will have $3,000,000 capital and $3,- 
000,000 surplus. The company will show 
an increase of $800,000 in net surplus 
at the end of this year. Its St. Louis 
agency under Edmund Burke is giving 
a fine account of itself. He has a strong 
producing corps of agents all on the full 
time basis. 





stein, who was for 21 years in the min- 
istry before joining the Baokstaver 
agency last month, said that he had en- 
tered life insurance because he desired 
to remain in the same field in which he 
had worked for so many years—i. e., 
social service. Life insurance agents 
should always remember, he said, that 
they are not merely selling policies for 
a commission, but are actually safe- 
guarding the physical and mental as 
well as the moral and spiritual well-he- 
ing of the men, women and children of 
the nation. Life insurance, he said, he 
was convinced by observation was a 
large and effective factor in the promo- 
tion of better citizenship. 


PLAN FOR WORK WITH 
COOPERATION ON TRUSTS 


(CONT'D FROM PRECEDING PAGE) 


manner first recommends Hart & Eu- 
bank to its clients but their life insur- 
ance trusts will be handled through 
whatever agencies and companies their 
clients prefer. If after the meeting ar- 
ranged betwen the prospect and the trust 
officer, it turns out that the prospect 
has a real need of life insurance, the 
agent unearthing the prospect is given 
the first opportunity to write the policy. 


Greatest New Avenue 


Mr. Eubank declared that the great 
growth of life insurance since 1918 has 
probably been due to three things—the 
war and the influence epidemic which 
led millions to realize fully that life 
at best is a very uncertain thing and, 
lastly, post-war taxation with its many 
personal problems which life insurance 
helped to solve. New avenues must 
now be opened up, he said, and the 
greatest new avenue to new business is 
trust company cooperation. Mr. Eubank 
announced in closing that the next in- 
struction course in trust company co- 
operation will begin on January 20 in 
the Hart & Eubank offices and will run 
three months. Weekly lectures will be 
given by trust company experts and 
nationally known life underwriters who 
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have specialized in tr«tst insurance. 
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()UR plans for the coming year are 
the most extensive in the history 
of the Pan-American Life Insurance 
Company. 


They embrace four new policy con- 
tracts, intensive development of pres- 
ently occupied territory, the opening 
up of new general agencies in territory 
now unoccupied and up-to-the-minute 
ideas for assisting agents in securing 
prospects and preparing interviews. 


PAN-AMERICAN SERVICE INCLUDES: 


Educational Course 
Sales Planning Department 
Unexcelled Life Policies. 
Substandard Policies for Under-average Lives 
Child’s Educational Endowment 
Group Insurance 


All forms of Accident and Health Policies 


We have several attractive openings 
for men who are not at present at- 
tached and who measure up to Pan- 
American ideals. 


ADDRESS 


E. G. SIMMONS 
Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, JU. S. A. 
CRAWFORD E. ELLIS 


President 
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Indiana 
Minnesota 


The Springfield Life Insurance Company has re- 
cently opened Branch Offices in Indiana and 
Minnesota. For the Live, Wide-Awake Producer 
there is an opportunity to get in on the GROUND 
FLOOR and secure a REAL GENERAL AGENCY 


contract in these states. 


Already a portion.of the desirable territory has been 
assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 
FEITABLE RENEWALS. 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 
“Solicitors” and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy * 
meets all competition. The Net Cost is Exceedingly 
Low. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOWMENT” Policy has met with instant approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


If interested write either of the following 
or the Company: 


J. MAX GOAR 
State Manager for Minnesota 
518-519 Masonic Temple 
MINNEAPOLIS, MINN. 


J. P. REID STEELE 
State Manager for Indiana 
803 Odd Fellows Bldg. 
INDIANAPOLIS, IND. 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 
Superintendent of Agencies 

















GAINS CONTINUING 
IN LIFE PRODUCTION 


Sales Research Bureau Figures 
Show No Let-Up in Volume 
This Year 


NEW ENGLAND GAIN BEST 


Maine Stands Out With 45 and Dela- 
ware With 68 Percent 
Increase 


The increase of sales of ordinary life 
insurance in the United States for the 
month of November ranges from 7 per- 
cent to 9 percent over the record of 
November, 1925, according to statistics 
compiled by two organizations repre- 
senting the majority of the life insur- 
ance companies in the United States. 

The largest sectional increase in sales 
this month over the record of Novem- 
ber, 1925, is 14 percent in the New Eng- 
land states, according to figures just 
issued by the Life Insurance Sales Re- 
search Bureau of Hartford, Conn. All 
sections show a gain Over a year ago. 
The records for individual states show 
the greatest gains in Delaware and 
Maine. : 

For the eleven-months period sales 
are 4 percent higher than in the same 
period of last year. All sections share 
in the general gain. The east, north, 
central and south Atlantic states lead 
in the year-to-date gain, each section 
showing a 5 percent increase, 


New England Up 14 Percent 


During the month sales in the New 
England section averaged 14 percent 
more than sales for last November—the 
highest increase in any of the nine geo- 
graphical sections. Maine, with the very 
high increase of 45 percent, shows the 
best gain in this section. Maine also 
leads in a 12 percent gain for the eleven 
months of the year. The section shows 
aa 4 percent gain for the twelve months 
ended Nov. 30, 1926, over the preceding 
twelve months. 


Middle Atlantic Results 


All states in this section show a gain 
of at least 7 percent over November, 
1925. This section pays for approxi- 
mately 30 percent of the total business 
in the United States. New York and 
Pennsylvania show gains of 14 percent 
and 11 percent respectively, and New 
Jersey gained 11 percent. Sales in the 
first eleven months in this section are 
3 percent ahead of sales in the corre- 
sponding period of last year, New Jersey 
leading with a 7 percent gain. 

East North Central Gains 


The average gain in the section for 
November is 12 percent. Illinois, Michi- 
gan and Wisconsin show a gain of 14 
percent. The sectional increase for the 
year to date is 5 percent, all states show- 
ing a gain of at least 3 percent. 

Sales in the West North Central sec- 
tion in November are 4 percent higher 
than sales in November of last year. 
The greatest increase in the section is 
25 percent in Kansas. The average gain 
for the eleven months over the same 
period of 1925 is 3 percent. All states 
in the section except South Dakota 
share in the year-to-date gain. 


Delaware’s Big Jump 


Delaware leads all the South Atlantic 
states in its monthly gain of 68 percent. 
The South: Atlantic section shows an 
average gain of 3 percent for November. 
Florida leads all the states in the coun- 
try in the year-to-date gain of 22 per- 
cent, although the monthly figures show 
a decrease of 17 percent from last No- 
vember. For the first eleven months of 
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the year the section shows a 5 percent 
increase. 

Kentucky, Tennessee, Alabama and 
Mississippi comprise the East South 
Central section, and show a 5 percent 
gain over the record of a year ago. The 
average increase for the year to date js 
3 percent. 

The amount of ,insurance purchased 
during November in the est South 
Central section is 3 percent ahead of 
November, 1925. In the first eleven 
months of the year sales averaged 3 
percent higher than sales in the corre. 
sponding period last year. Texas leads 


in the monthly gain, and Oklahoma con- 
tinues to lead in the year-to-date gain. 
Sales in the Mountain section in Sep- 


tember were practically identical with 
sales in November of last year. The 
greatest monthly increase in the section 
is 23 percent in Wyoming. In the first 
eleven months of the year sales aver- 
aged 3 percent higher than sales in the 
same months of last year, Idaho leading 
with a 17 percent gain. 

On the Pacific coast Washington 
shows a gain of 17 percent over the 
sales in November of last year. The 
gains in the section as a whole average 
2 percent for the year to date. 


Quick Payment Life Plan 


The Quick Payment Life of St. Louis, 
which has been writing only industrial 
business, will launch into the ordinary 
field early next year, operating however 
through its industrial agents. It has 
about 164 agents and there are 10 dis- 
tricts in St. Louis. Dr. M. Guy Mullen, 
the president, is putting the company 
on a substantial basis and is building 
up a fine organization. Associated with 
Dr. Mullen are James H. Moore, first 
vice-president; A. A. Thornton, second 
vice-president, and John H. Harter, sec- 
retary. 


Manufacturers Life Appointment 


At a meeting of the board of directors 
of the Manufacturers Life of Toronto 
last week R. E. Dowsett was appointed 
assistant secretary. Mr. Dowsett is a 
graduate in mathematics of Queen’s 
University, Kingston, and entered the 
service of the company in 1915. He 
was engaged in overseas service from 
1917 to 1919 and was wounded at Pas- 
schendaele. Mr. Dowsett is an associate 
of the Institute of Actuaries of Great 
Britain, and a fellow of the Actuarial 
Society of America. 


Program Is Completed 


The program for the annual meeting 
of the agency force of Northwestern 
Mutual Life in the New England, mid- 
dle Atlantic and south Atlantic states, 
which will be held in New York city 
Jan. 3-4, is now complete with the an- 
nouncement that W. E. Rowley, agent 
at Newark, N. J., will discuss what the 
company’s position means to the agent 
at the session on the second morning o! 
the convention. Charles H. Parsons, 
superintendent of agents at the home ol- 
fice, has changed the title of his address 
which will be given at the closing lunch- 
eon Tuesday noon, to “The Chal- 
lenge of Life Insurance Salesmanship. 


Paquin Instructor of Agencies 


The Bankers Life of Iowa announces 
the temporary appointment of 
Paquin as instructor of agencies, effec- 
tive Jan. 1. Mr. Paquin has been agency 
supervisor of the A. F. Smith agency 
San Francisco. He began his career 
with the company as an agent in Wis- 
consin, 10 years ago. Later he became 
agency manager in St. Paul. 


Company Conventions in Colorado 


A number of insurance conventions 
are booked for Colorado Springs the 
coming year at the Broadmoor Hotel. / 
meeting of the agents of the Northwest- 
ern Mutual Life will be held April 21- 
24. The American Central of Indian- 
apolis will hold its convention July 11!- 
14 and the Provident Mutual Life will 
hold its annual agency meeting there 
Sept. 4-6. 
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OFFERS PLAN TO WIN 
EFFECTIVE INTERVIEW 


Combine All Features and Then 
Press Those That Arouse 
Prospect’s Interest 


HART & EUBANK SPEAKER 


Richard Place, in Address to Big New 
York Agency of Aetna, Stresses 
Approach 


Richard Place of Hartford, agency as- 
sistant to Vice-President Luther of the 
Aetna Life, was the speaker at last 
week's meeting of the Hart & Eubank 
agency, which is offering an all-star se- 
ries of practical life insurance talks. Mr. 
Place has been working and studying 
for months in developing a new practical 
selling plan for the solicitation of per- 
sonal life business. Just recently he 
completed this plan which he publicly 
disclosed for the first time here on Mon- 
day. 

Analyze Objective 

“Let's analyze just what we have to 
sell,” he said. “All of us in the life in- 
surance business know that we are sell- 
ing insurance to the public. But what 
have we to sell? The answer, of course, 
is the rate book and we also have a num- 
ber of different policy forms. But in 
making an approach can we go in on 
that broad general basis? Can we say, 
‘Mr. Jones, I am in the life 
business. My company has a number oi 
attractive policies I would like to talk 
over with you. I would like to talk over 
your insurance program and advise you?’ 
Is that effective? In my mind it is not. 


Just a Life Insurance Agent 


“The thought comes to Mr. Jones’ 
mind that you are just a life imsurance 
it does not bring him a single 


agent. 
new thought. Many insurance men 
probably solicited that prospect. You 


are not the only one. The minute you 
say that you are a life insurance man all 
interest ceases. The minute you say 
that he thinks of all the other life in- 
surance agents that called on him and 
their propositions and he will say, ‘I 
have all the insurance I need. I don’t 
want to take any more.’ His only 
thought is to get rid of you. He closes 
his mind to what you want to say. He 
is certainly uninterested in what 
are saying. He wants to get rid of you 
as quickly as possibly in the nicest way 
he can. 
Why Calls Fail 

reason that possibly 
ten calls fail to es- 
tablish an interview. I have gone to a 
number of my friends. I told them what 
I was doing and asked them what their 
reaction was and everyone of them told 
me the same thing. They told me that 
you can spot the average life insurance 
man the minute he comes into the office 
and that they try to get rid of him 
before he really talks them into the idea 
of buying insurance. When you are 
trying to break through that wall vou 
are building for yourself the name of be- 
ing persistent, and bold, and also, a pest. 
Anything which will assist in making 
the approach will have the greatest bear- 
ing of anything else on the sales. If 
you are not securing two interviews out 
of about every ten calls it seems there 
is a great deal of room for improvement. 


Go in With an Idea 


“T have talked about the necessity of 
going to a man with an idea. Some- 
thing that he has not thought about be- 

re. Something that will put your 
Proposition to him in a new light. We 


“That is the 
eight out of every 


are all familiar with the man who tells 


insurance | 





you | 


us he knows all about our 7 aenelibas 
before he even hears it. The trick, 
therefore, is to state that proposition at 
the outset, so that he will hear some- 
thing of the proposition before he has 
an opportunity to say that he isn’t in- 
terested. 
Policies Boiled Down 


“If you boil all our policies down there 
remain only three things: 1—Life in- 
surance protection feature, of which 


term insurance is the best example; 2— 


endowment feature, whereby the prin- 
cipal sum is returned to the insured; 
3—annuity feature, of which the com- 


mon variety is the single premium luc 
annuity. 

“You might add one more which I 
call the investment feature. On an or- 
dinary life policy we know the insured 
is paying a high premium. The excess 
goes into reserve to form cash values. I 
call that an investment feature. 


Combine All Four 


“When you go into a man’s office you 
don’t know what he is going to be in- 
terested in. You do not know whether 
he is going to be interested in the pro- 
tection feature, endowment feature, an- 
nuity feature or investment feature. In 
cold canvass you have no knowledge of 
what he is going to be interested in. 
In order to determine that you have got 
to ask him a lot of questions. Asking 
those questions before you tell the pros- 
pect anything is not going to improve 
your chances to make the sale. If you 
can go to him with an idea that is going 
to combine those four features, you can 
tell which of the features are making 
the most appeal to him. 

Policy With Broadest Appeal 


“When I first thought of trying to 
work out something unusual, | went 
through the rate book and tried to find 
which policy would have the broadest 
appeal. Obviously, the policy that con- 
tains the most and the greatest number 


of these four features will be the one 
with the most sales points. If you find 
he doesn’t care about certain features 


you can tell him we have policies that 
contain only the features he does like. If 
we give a man a policy that contains all 


the four things mentioned above we 
can sell him. 
Quality and Cheapness 
“There are two different ways of | 
selling. First, on the basis of quality 
and second, on the basis of cheapness. 
If you sell on the basis of quality, 


showing it as a high grade proposition, 
it will do a great deal for you. You 
will have a better opportunity to get 
$100 from him than $50 for a cheaper 








one. In selling life income and in using 
it as our approach we are doing just 
that. We are selling high premium stuff | 


and that is one advantage in selling | 
quality. It is better to start high and 
come down than to start low. 


“I would like to get one point in your 


mind and that is this: The chief value | 
of the plan is the approach. I do not 
believe that life income is the form of 
insurance for every man to buy. It is 
;}not always going to be the insurance 
that you are going to sell, Look upon 
it as flexible. Get talking to him. If 
you go a step further, if you succeed 
in selling the prospect on the life in- 
come idea, it is a good plan to do it. 


| his 





But if there is some other plan that fits 
needs better than the income, sell 
him that. : 
Plan Ix Flexible 
“Suppose you go to a man and pre- 
sent him the life income at 50. You sell 
him on that idea. He says he would 
like to have it but he can't see his way 
to buy it. By this time you know his 
needs and can switch to a policy that 
will cover or protect him. Try to sell 
him the ordinary life policy. I just il- 
lustrate this to show 
flexible. My plan is simply designed to 
help you in establishing an interview. 
After you have the interview, it is en- 
tirely up to you. 
“Figures show that seven out of ten 
men live to be about 60 or 65 years of 
{CONTINUED ON NEXT PAGE) 


you the plan is | 
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DON L. STERLING 


DALLAS, TEXAS 


President Texas Life Underwriters Associa- 
tion, Former ist Vice President, National 
Association of Life Underwriters. 


SAYS— 


“Iam very pleased with the Dallwig Record 
and doubt if it could be improved upon. You 
are due a lot of credit for devising the per- 
manent recor 


START THE NEW YEAR RIGHT 
with the 


POLICY AND 
COMMISSION 


DALLWIG RECORD* 


For the purpose of planning your annual expense 
budget: 


Do you know how much business you wrote in 1926? 


Do you know what first year deferred commissions 
are still due you on that business? 


Do you know the total renewal commissions due you 
each month on all business you have 
written to date? 


You can start the new year with a simple, and now well estab- 
lished Record of your personal life insurance production that 
will be complete, business-like and extremely helpful in your 
daily work for years to come. The “‘DALLWIG POLICY AND 
COMMISSION RECORD” will do this for you in the simplest, 
most economical way, and easily kept up to date. 
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rate book 


Modern Rates and Rate Book 
—it’s all there—the last word 


Special Corporation Policy 
—pays face for disability 


“Junior Banker” “Paid-Up Additions” 
All Endowments Par and Non-Par 


Ordinary Life Non-Par 
Participates at end of 20 years 


Annual Dividends at End of Ist Year 
to Help Pay Second Premium 


Participating Policies 
Low Net Cost 


5% on Trust Funds Now 
5% on Dividend Accumulation Now 
Liberal Disability Benefits 
Life Income and face of policy 
at death. Waiver premium 
Major Surgical Operation Benefits 


Women Accepted at Standard Rates 
Planning of Insurance Programs 
—made easy by 


Salary Savings 
Monthly Payments 


MENU 


why our men 
grow strong 


Famous Child’s Policy 



























































Modern Policy Contracts 
—every up-to-the-minute feature 


Business Men's Policy 
—special low rate—$2,500 up 


Parent insured. Child insured. Endowment for child 
If parent is disabled, policy becomes paid-up Endowment 


Thrift Policies 


Retirement Policies 


Age Limits—Birth to 65 


Income for Life. 
at 50, 55, 60, 65, 70, 75, 85 


Non-Par Limited Pay Life 
and Endowment 


Participate at end of 
premium paying period 


Endowments 


Loan Value to Help Pay Second Premium 


Paid-Up Life Option 
Under all Endowment Policies 


Endowment Option 
Under Limited Pay Life Policies 


Non-Participating Policies 


Low Rates 


5% on Instalments Now 


Double Indemnity 
Accidental Death 


Dismemberment Benefits 


All Forms Monthly Income 


Instalments and Trust 


Bequest Insurance 


Inheritance Tax Provisions 


Sub-standard Department 


Accident Department 


Group 
Life—Accident—Health 


Fund Options 


Life Insurance Trusts 


All Forms Accident and Health Policies 


Employment Insurance 


Wholesale Insurance 


Ten employes eligible 


Lodges, Clubs, Labor Unions 





YOU ARE INVITED TO PARTAKE OF THIS BANQUET 








Edmund P. Melson, Pres. 


Address Agency Department 


Continental Life Insurance Co. 


ST. LOUIS, MISSOURI 


J. De Witt Mills, Sec’y 








REPORT SATISFACTION 
WITH SALARY SAVINGS 


Larger Eastern Companies Do 
Not Contemplate Discontinu- 
ance of Plan 


PLEASED WITH PROGRESS 


Some Offices Are Preparing Drives for 
This Class of Business for the 
Coming Year 


NEW YORK, Dec. 22.—The large 
eastern companies writing salary sav- 
ings insurance are not contemplating 
any action similar to that of the Bank- 
ers Life of Iowa, which recently an- 
nounced its intention of quitting the 
field. Such companies as the Aetna, 
Travelers, Guardian Life, Equitable 
Life of New York, and the Metropolitan 
are apparently all reasonably pleased 
with the progress that has been made 
to date in writing this relatively new 
class of business. In fact, all of them, 
notably the Aetna and the Guardian, 
intend to push salary savings more 
vigorously this year than ever.. 

Report Excellent Experience 


The Aetna began writing the busi- 
ness in March 1925 and in the first 
year the Hart & Eubank Agency of 
the company in New York alone wrote 
more than $7,000,000 of such insur- 
ance and this year expects to write at 
least $5,000,000. According to officials 
of the agency, the lapse ratio for the 
business is not higher than for ordinary 
business while the average monthly 
premium per policy sold on the salary 
budget plan is more than $9. 

The Aetna has had a very good ex- 


perience with banks and railroads in 
particular. The company sets a mini- 
mum monthly premium of $5.00 per 


policy, but has no minimum limitation 
of the number of lives to be insured 
and writes policies with disability fea- 
tures on feamale risks without increase 
of premium. While the Guardian Life 
has not had any long experience with 
salary savings, its experience to date 
has been very favorable and encourag- 
ing. Like the Aetna it has found that 
the lapse ratio in industrial plants, which 
properly should be covered by group in- 
surance, has been as low as for ordin- 
ary business while the average size of 
policies has been slightly larger. 
To Push the Plan , 
The John C. McNamara organization, 
metropolitan managers for the Guardian 


Life, plan intensive campaign during the 
coming year to develop the business, 

















IF 


you are reading this 
it is because some- 
thing about this bit 
attracted your at- 
tention. If you are 
still reading this it 
is holding your at- 
tention. If we are 
still holding your 














attention we must 
be holding, well— 
how many of the 
other 10,000 readers 
would you say? 


Now if you wanted 
to reach the (how 
many weculd you 
say?) of 10,000 in- 
surance men where 
could you find as 
good a place to 
reach them as 
through the adver- 
tising columns of 


iia iditeincesantne i 


The National Un- 
derwriter? If you 
think the advertis- 
ing rates are high, 
write The National 
Underwriter, Chi- 
cago, and be pleas- 
antly surprised. 


IF 

















OFFERS PLAN TO WIN 
EFFECTIVE INTERVIEW 


(CONT’D FROM PRECEDING PAGE) 
age. There is a great need for our in- 
come policy. There is need for life in- 
surance protection between these years. 


e Penniless Old Men 


“I do not believe income insurance is 
expensive. It is life insurance plus thrift 
which will give a man a guaranteed re- 
turn. It is going to guarantee to him 
that he is going to be taken care of 
when he is 60 or 65. That is the thought 
behind this plan. We can guarantee the 
whole face of his investment from the 
time he makes his first investment. 

“Twenty or 30 years from now there 
are going to be thousands of penniless 
old men. They are going to be sorry 
that we who are in this business did not 
sell them this proposition while they 
were able to get it and pay for it. Al- 
ways carry that in your mind and it 
will build up your confidence.” 
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according to J. De W. Mayer, who is 
in charge of the agency’s salary Savings 
department. The lapse ratio, Mr. Mayer 
declares, depends entirely upon whether 
the employer is really sold the salary 
savings idea. He must be more than 
merely neutral or lukewarm. He also 
believes that salary savings is the only 
way the life underwriter can get at the 
great salary earning class, 90 percent of 
whom are in accessible to the average 
agent. Both the Aetna and the Guard- 
ian Life in their,salary savings plans 
use their life income policies with dis- 
ability features, emphasizing the neces- 
sty of savngs as well as mere protec- 
tion. In outlining the tremendous pos- 
sibilities of salary savings insurance Mr. 
Mayer told the history of a recent case 
written on a cold canvass by another 
agent and himself, who on one after- 
noon took applications on 17 lives on 
which the paid for business ultimately 
amounted to $97,000. In addition to the 
Ruge case recently written by a com- 
bination of companies on the employes 
of the New York Telephone Company, 
the salary savings scheme inaugurated 
last August among the employes of the 
Associated Press now totals very near 
$1,000,000. 


SPECIAL SERVICE CONCERN 





Former Insurance Commissioner T. §. 
McMurray of Indiana and His As- 
sociates Organize New Enterprise 





is the name 
insurance company service 
corporation formed this week with 
$10,000 capital by Thomas S. McMur- 
ray, Jr., former Indiana insurance com- 
missioner, Stuart A. Coulter, for the 
past seven years deputy insurance com- 
missioner, and C. O. Van Horn, chief 
examiner of the state insurance depart- 
ment for seven years. It is the purpose 
of the company to give special service to 
insurance companies of all classes, in- 
cluding special audits and examinations 
as well counsel. Mr. McMurray is well 
known in fire, casualty and life insur- 
ance fields through his administration as 
state insurance commissioner and his 
previous experience as head of the In- 
dianapolis Fire Inspection Bureau. Mr. 
McMurray is also vice president of the 
Bankers Trust Company of Indianapolis 
and a director and member of the finance 


T. S. McMurray, Jr., Inc., 


of a new 


committee. The new corporation has 
taken offices at 752 Bankers Trust 
building. 


Canadian Companies in New York 


The Confederation Life and the Im- 
perial Life, both of Toronto, have been 
licensed in New York. Both of the 
companies are permitted to write only 
participating business in the state. No 
announcement has been made as to the 
plans of the two companies, but as both 
of them had very close business rela- 
tions with the Canada Life, which re- 
cently re-entered the state, it is thought 
that their entry may have some connec- 
tion with that of the Canada Life. The 
Confederation Life had $206,717,691 in- 
surance in force at the end of 1925 and 
the Imperial Life had $195,068,289. 


Is Now Continental American 


The Continental Life of Wilmington, 
Del., has changed its title to the Con- 
tinental American Life. Since the or- 
ganization of the company, three other 
companies have adopted a similar name, 
and the change is made in order to 
identify the company clearly and avoid 
confusing it with any other institution. 


Occidental Life’s Capital Increase 


A special meeting of stockholders of 
the Occidental Life of Los Angeles 
was held this week to consider a propo- 
sition to increase the capital of the 
company from $250,000 to $350,000. The 
company commenced business in 1906 
with a paid in capital of $100,000. This 
was increased to $250,000 in 1907, at 
which figure it has since remained. 













1926 





ho is 
Vings 
fayer 
ether 
alary 
than 
also 
only 
ht the 
nt of 
erage 
huard- 
plans 
1 dis- 
1e€ces- 
rotec- 
5 Pos- 
e Mr. 
t case 
10ther 
after- 
es on 
mately 
to the 
com- 
Ployes 
ipany, 
irated 
of the 
near 


































name 
rvice 
with 
Mur- 
com- 

the 
com- 
chief 
part- 
pose 
*e to 





December 24, 1926 


LIFE INSURANCE EDITION 


























AN ANALYSIS OF INCOME INSURANCE 


| Address of Harry McNamer of Chicago Before Madison Association of 
| Life Underwriters 


= 











income insurance was made by an 

income specialist, Harry McNa- 
mer of the Equitable Life of New York 
in Chicago, in an address before the 
Madison Association of Life Under- 
writers in Madison, Wis., last Friday. 
Mr. McNamer has spoken before a 
number of local associations in the past 
few weeks on this subject, taking as his 
title “The Widow’s Cruse.” The title 
is taken from the Old Testament story 
of Elijah and the widow and the inex- 
haustible supply of meal and oil during 
the famine. He made a comparison with 
life insurance and its ministration to 
widows and beneficiaries. Mr. Mc- 
Namer pictured income life insurance as 
the ultimate in life insurance engineer- 
ing and the best approach for a sale in 
practically all cases. He said that he 
places practically all of his insurance 
on this basis and he believes it is the 
most beneficial to the policyholder as 
well as the most beneficial to the agents 
from the sales standpoint. 


Is Greatest Tool 
In Life Agent’s Kit 


Mr. McNamer said that the greatest 
tool in the hands of the life underwriters 
today is the monthly income for life. 
That is the barrel of meal, the cruse of 
oil that continues to flow so long as 
the widow has need and if she has a 
son it will at least continue until that 
son is grown and can stand on his feet. 
He said that there is one thing about a 
life income contract that most people 
do not realize, that it gives one an op- 
portunity to have his cake and eat it too. 

The life income proposition was 
briefly summed up by Mr. McNamer. 
He said that a life income contract of 
$100 a month takes $18,388.80 and dis- 
tributes it in 240 equal monthly in- 
stallments. At the end of that time 
there comes into operation a deferred 
survivorship annuity which continues to 
pay this $100 a month to the wife so 
long as she lives. Thus, the policy- 


A COMPREHENSIVE analysis of 


that the great trouble with life insur- 
ance men is that it is much easier to 
talk to a man about $50,000 of life in- 
surance than it is about a $200 life in- 
come. It is easier to sell him this way, 
but that is one of the great weaknesses 
of the American people—they think in 
terms of capital. A man says he is 
worth $100,000, but really he isn’t. The 
English way of speaking of a man on 
the basis of annual income is a much 
better way. 


Cites Different Ways 
Of Creating Incomes 


A number of different ways of creat- 
ing life income were illustrated by Mr. 
McNamer, not all as definite as the 
specific contract outlined at the begin- 
ning of his talk, the regular life income 
policy for $100 a month for life or 20 
years certain. He said that there are 
methods of creating a life income 
through a trust option, the option to 
leave the proceeds on deposit with the 
company and pay the interest during 
the lifetime of the beneficiary. The par- 
ticular advantages of this trust arrange- 
ment were shown by Mr. McNamer for 
application to certain cases. He said 
that this option enables people who are 








concerned about distributing principal 
to accomplish their objective. He also 
spoke of the trust company arrange- 


ment, saying that it is best fitted for 
certain particular cases, where judg- 
ment must be called into play in the 
distribution of funds. 

A third suggestion for maintaining 
the trust was through the option by 
which a life income is created depending 
on the age of the beneficiary at the time 
of the death of the insured. Mr. Mce- 
Namer said that younger people can get 
a larger return from the other option, 
but this is useful in some cases where 
a man has old insurance that he wants 
to put in trust, payable on installments. 
There is sometimes the objection that 
the principal disappears under this plan, 
but all people do not think of it in 





holder has eaten all of his cake and all 
of the interest, but still the beneficiary 


goes on living after the 20 years, there | 


is $100 a month. Mr. McNamer asked 


how many 


to pay a sum as long as he lives, guar- 
anteeing a definite fixed .monthly in- 
come. He said furthermore that this 
income is absolutely free from hazard 
and the return on a basis of the con- 
tract given by life companies is a sur- 
prisingly adequate return. 


Prevents Hazard of 
Depletion of Estate 


Mr. McNamer pointed out that in 
many cases wives object to having their 
money tied up in trust and would prefer 
a lump sum settlement. He said, how- 
ever, that such cases were indications 
of an even greater need for the absolute 
income contract, as those of such an 
opinion would be the very ones to be 
protected by a guaranteed life income. 
He said that there are many hazards 
encountered by women in the handling 
of lump sums. There is the danger of 
the lump sum vanishing at once in the 
purchase of numerous luxuries, but this 
was minimized by Mr. McNamer as he 
does not believe that women will throw 
money away as a usual thing. He cited 
examples, however, to show that the 
very quality in women which is most 
appreciated and is not found in men is 
that of whole-hearted sympathy, and is 
the danger factor. A woman with 
the lump sum settlement in her hands 
can readily be persuaded by the son or 
some relative to make some impractical 
investment and unintentionally deplete 
the estate. He said that most of the 
cases of the exhaustion of the lump sum 
settlement are the result of an appeal 
to the heart of the widow. 

It was suggested by Mr. McNamer 


investments there are that | 
a man could make that would continue | 


that way. 


Urges Use of Income 
For Even Smaller Cases 


Mr. McNamer said that there is an 
other kind of income which is not used 
very much, but which life underwriters 
ought to use more. That is the shorter 
| period income. A great many times 
| people who haven’t means to carry a 
| very large amount of insurance know 
| that if they could produce a certain in- 
| come for a short period of time, it would 
|help a great deal. A principal of $5,- 
660.40 will provide $100 a month for 
five years. This will amply provide for 
short time emergencies, where it is im- 
possible to create an estate sufficient 
to handle a definite life income on this 
scale. This will, for instance, carry a 
family through the high school educa- 
tion of the boy or some such similar 
emergency. In connection with this, 
Mr. McNamer discussed at length the 
college educational policy, which he 
usually writes on the ordinary life plan, 
though sometimes on the endowment 
plan. He suggested the various ways 
of writing the college policies and 
variously suggested the amounts neces- 
sary to provide for this. It was his be- 
lief that $5,000 would be ample to send 
a boy through any college in the coun- 
try. He cautioned as to the method of 
payment, suggesting that the payment 
not be made direct to the boy, but to 
the mother unless she die, in which 
case it would then go direct to the boy. 
He also suggested that the payments 
be made in two equal semi-annual in- 
stallments, in order to meet the two 
registration periods of the year and not 
permit the depletion of the fund so that 
the tuition could not be paid. 

While speaking of income policies, Mr. 
McNamer suggested a variety which he 
has found very useful and beneficial, the 
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CONTENT 


There is, perhaps, no more welcome 
feeling to the soul of man than con- 
tent—not the weakling’s satisfaction 
that things can be improved no fur- 
ther, not the sluggard’s smug joy ina 


‘task just completed, not the coward’s 


quieted fear of danger—but the wise 
and provident man’s firm knowledge 
that, come what may, his future inde- 
pendence and his loved one’s happi- 
ness is positively assured. 


Life insurance has advanced hu- 
manity farther along the road toward 
its goal of economic content than any 
other institution operating today. 
The profession of the life underwrit- 
er is one to which we may point with 
unqualified pride. He is a veritable 
apostle of content. He carries with 
him those man-made bucklers which 
have shielded countless thousands 
from the lethal weapons of poverty, 
disability and death. His mission is 
one of the noblest man can hope to 
pursue; his reward is another form of 
content growing out of the knowledge 
that he is guiding his fellow-man to 
peace of mind and a new sense of un- 
assailable security against the 
ravages of fate. 


The life underwriter whose path is 
illuminated by the dazzling light of 
such a revelation cannot Fail in his 
lofty purpose—he cannot forget that 
he is the bearer of the blessing of 
content—the creator of happiness. 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
’ INDIANAPOLIS 


@id Line Legal Reserve 
Established 1899 


HERBERT M. WOOLLEN, President 
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Celebrate With Us 


Next June this Company will celebrate its 
Eightieth Anniversary with a great Convention 
in Philadelphia, to be attended by Field represen- 
tatives from all parts of the country. 


The PENN MUTUAL has places for capable, 
hard-working men and women who are devoted 
to the highest ideals of life insurance. Contracts 
are satisfactory, and the conditions and atmosphere 
of a Penn Mutual agency relationship are of the 
kind that creates enthusiasm and assures per- 
manency. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 


























' “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. g3.g6 The 
National Underwriter Co . 1362 I ° Exch Chicago. 8 





Christmas present policy. 
creation of an annual life income of 
specified amounts to give a Christmas 
gift to the beneficiary each year. 


Urged Middle Ground 
In Sales Approach 


As for the sales approach of the in- 
come policy, it was Mr. McNamer’s 
suggestion that the middle ground o 
the two extremes be used. He said that 
in the early days of the business the 
emotional appeal was the only one in 
use and every agent backed, the hearse 
up to the policyholder’s door in order 
to make the sale. The next phase was 
the pendulum stroke to the other ex- 
treme, where only practical presentation 
was used. He said that those in the 
business have swung away from the 
“sob” stuff to “highbrow” intellectual 
stuff. There is a great middle ground 
and this is the place for the successful 
life underwriter, particularly when ap- 
proaching on the income plan. He said 
that the emotional side of the approach 
cannot be overlooked, for this is funda- 
mental in even the most cold-blooded, 
hard-headed banker and at the same 
time this cannot be used to extremes 
and the practical program must be made 
the approach to the reason of the pros- 
pect. In outlining his own methods of 
approach, Mr. McNamer said that he 





always draws up a brief analysis of 








Our Agents Have 


A Wider Field— 


Because We Have 
General Age Limits 0 to 60: 


Non-Medical Age Limits 0 to 45. 
Policies for substantial amounts (up to $5,000) 


Semi-annual or Quarterly Premium plan. 


Medical. 


Standard and Substandard Risk Contracts. 


for as much as $3,000. 
S. D., W. Va. 


of CHICAGO, ILL. 


B. R. NUESKE, President 








An Increased Opportunity 


variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 


Participating and Non-Participating Policies, Medical and Non- 
Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Our Class C Senior Agents may write Non-Medical Applications 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ta., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


THE OLD COLONY LIFE INSURANCE COMPANY 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 


for Children on 











This is the 


what he wishes to present and hands 
it to the policyholder without saying a 
word, having him read it and awaiting 
the reaction. 


Prospect Not Confused 
With Maze of Words 


In this way there is no confusion of 
actuarial and technical phraseology, the 
prospect is not confused by a maze of 
words found in the policies and a brief 
analysis on a business like basis, telling 
him just what the policy will do for 
him will carry the message directly to 
him without excess verbiage on the 
part of the agent. Furthermore, Mr. 
McNamer secures the materials upon 
which this analysis is based directly 
from the prospect in early calls, beliey- 
ing it impracticable to “investigate” on 
the side and seek out information with- 
out the prospect’s knowledge. He said 
that if discovered, this is greatly re- 
sented by the prospect and has a dis- 
astrous reaction. In summing up the 
whole question of approach Mr. Mc- 
Namer said that one of the modern 
slang expressions most aptly expresses 
the correct attitude of the agent: “Be 
Yourself.” 


NO APPREHENSION OVER 
SUBSTANDARD LOSSES 


(CONTINUED FROM PAGE 1) 

to the opinion that the business is on 
the upgrade. It is pointed out by some 
life insurance men that there is defin- 
itely an increase in the mortality rate 
this year, but that it is no more in 
evidence on the substandard business 
than the standard. In fact, one official 
said that the standard business appears 
to be bearing the brunt of the present 
increase in mortality. This year will 
not show quite the same satisfactory re- 
sults as 1925, it is believed, on even the 
standard business, so that a slight in- 
crease in substandard mortality for 1926 
would not indicate any trend on that 
branch of the business in particular. 


Need Adequate Statistics 


On the whole, the substandard writ- 
ing companies are satisfied with the re- 
sults achieved thus far, though they are 
all in agreement on the great need for 
adequate statistics on their business. 
This was a subject thoroughly discussed 
at the last meeting of the American In- 
stitute of Actuaries and it has come be- 
fore many recent actuarial meetings. 
The actuaries agree that their procedure 
on substandard business has been more 
than gratifying because they have largely 
proceeded on individual experience and 
without any definite group experience 
to guide them. They agree that there 
is a need for a mortality investigation 
on substandard business that will re- 
flect the actual conditions of today and 
this movement is being consistently 
urged by actuaries. On the basis of 
the results thus far achieved, however, 
there is little dissatisfaction among those 
writing substandard business, the ob- 
jections largely coming from those out- 
side of the field. 


ANNUAL CONNECTICUT | 
INSURANCE DAY HELD 


(CONTINUED FROM PAGE 3) 

the day was that given by Rev. Garfield 
Morgan of Lynn, Mass., whose brilliant 
and inspiring talk on “The Deadline of 
Success,” brought forth much applause. 
He lauded enthusiasm, vision and serv- 
ice in a man to man fashion. 


Stoddard Is Speaker 


At the annual banquet in the eve- 
ning, Francis R. Stoddard, former su- 
perintendent of insurance of New York, 
outlined his views of the business. He 
said that the future success of the busi- 
ness depends on the efficiency of the 
insurance departments and the co-oper- 
ation of the companies. He declared 
that many state departments are not 
receiving sufficient funds to conduct 
their work properly in spite of the 
large amount of insurance taxes col- 
lected. 
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—_ Victor Barry 
An Ideal Santa Claus 


AMES Victor Barry, vice-president 

Metropolitan Life, has long been 
famous for his versatility, his ability 
as an after-dinner speaker and for his 
platform presence, but he added to his 
laurels last Monday night when he 
played the role of Santa Claus for some 
100 children of Indianapolis life under- 
writers and their fathers and mothers. 
Decked in a red suit with the conven- 
tional white trimmings and wearing a 
flowing white beard, Mr. Barry made an 
ideal Santa Claus and went over bi 
with the children. He had them with 
him from the moment of his appearance 
and his stall about having started from 





~ 


JAMES VICTOR BARRY 


Vice President Metropolitan Life and 
Indianapolis Santa Claus 


the North Pole and gotten half buried 
in snow at one point and mired in mud 
at another. The children were respon- 
sive and he had them chatting familiarly 
with him about himself and their Christ- 
mas hopes. 


Addressed the Parents 


Mr. Barry also addressed the fathers 
and mothers with a most appropriate 
tie-up of life insurance with Christmas 
and children, giving some wholesome 
philosophy on how to keep young and 
happy with a smile in the heart and a 
brave front to life. When he had pre- 
sented candy to the children the party 
turned into a snowball battle and the air 
was filled with soft paper balls which 
very much resembled the real thing. 
When the battle subsided President W. 
H. Harrison of the Indianapolis As- 
sociation of Life Underwriters, by which 
the party was given, led in a grand 
march which was followed by dancing 
that continued through the rest of the 
evening. A complimentary breakfast 
was given Tuesday morning for Mr. 
Barry by the Managers Association and 
the consensus of opinion was that Mr. 
Barry should regard himself as elected 
to serve permanently as Santa Claus 
for the Indianapolis association Christ- 
mas parties which it was agreed should 
be continued in years to come. 


Illinois Life Meeting 

The 18th annual convention and ban- 
quet of the Green Signal Club of the 
Illinois Life, which consists of its 
Illinois representatives, will be held at 
the home office in Chicago, Jan. 8. The 
banquet will be held at the Hotel La 
Salle in the evening. The guests of 
honor and speakers of the evening will 
be William R. Dawes, vice-president of 
the Central Trust Company of Chicago, 
president of the Chicago Association of 
Commerce and Bankers Club of Chi- 
cago, and Emmet C. May, president of 
the Peoria Life. There will be vaude- 
ville entertainment following the speak- 
ing. 


Twenty Months Nation 
Wide Search Was Made 


HE time and energy expended by 

life insurance companies in _locat- 
ing some of their lost policyholders 
upon the maturity of policies is clearly 
brought out in a recent case of the 
American Central Life of Indianapolis. 
William C. Burel had taken out a 20- 
year endowment with the company in 
1905, but in 1911 lapsed the policy. 
There was provision for an automatic 
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change to a paid-up endowment, $230 
| being due the beneficiary in case of 
death or to the insured on March 22, 
| 1925, if living. When the maturity date 
arrived, the company wrote to this pol- 
icyholder at the last known address, but 
the letter was returned unclaimed. 

An immediate campaign was made to 
follow every clue as to the whereabouts 
of the policyholder. Everyone who had 
known the man was questioned, but he 
had apparently disappeared entirely from 
sight. The search led from his former 
home at Walnut Ridge, Ark., to Wash- 
ington, D. C., out to California and in 
numerous intervening points. The co- 
operation of the Retail Credit Corpora- 








tion with its national inspection service | 


enlisted, but no trace could be 


was 
Several months later, however, 
an inquiry in Idaho brought out the 


fact that Mr. Burel had been heard of 
at Kaylor, Pa. An inquiry at that 
point brought a response from Mr. Bu- 
rel, with ample identification and thus 
the policy was finally paid last month, 
after 20 months of search. 


Propose Stock Increase 


A meeting of stockholders of the 
Southeastern Life of Greenville, S. C. 

will be held at the home office Jan. 5, 
to consider a proposed increase of the 
capital stock to $200,000 from the pres- 
ent capitalization of $100,000. It is 
proposed to divide the new stock into 
1,000 shares of $100 par value each. 


Shows Large Gain 


Midland Mutual Life Insurance 
Company of Columbus, O., has been 
staging a mountain climbing contest. 
As a result of this contest the company 
made a gain of over $500,000 in writ- 
ten and paid for business in November 
and the business in December to date 
indicates one of the largest months in 
| the history of the company. The Mid- 
land Mutual will close the year with 
over $13,000,000 of assets and approxi- 
mately $83,500,000 in force. 


The 


Business Is Transferred 
The Universal Life of St. Louis, which 
absorbed the Chicago Mutual Life, is 
now transferring that business and most 
of it is persisting. The company is now 


building up a good agency plant. Ed- 
ward G. Rolwing, the president, is the 
main factor in the company. It is now 


licensed in Missouri and Illinois. It 
issues an accident rider with its policies 
in addition to the disability and double 
indemnity clauses. The accident haz- 
ard is reinsured in the Federal Life. 


Gump Is International Leader 


Andrew Gump of Detroit was the 
leading personal producer of the Inter- 
national Life in November and thus 
won the honor of being the first three- 
time winner since the company estab- 
lished its Climbers Club several months 
ago. He led the field in July and again 
in August. J. E. Houseworth, Jr., of 
Philadelphia, who is Mr. Gump's chief 
rival for the top honors from month to 
month, has topped the Climbers Club 
twice since it was started. 


Two Million Dollar Days 


The Bankers Life of Des Moines had 
two “million dollar days” among the 
first 15 of December. On Dec. 13 a total 
of $1,155,820 in new examined business 
was received at the home office, followed 
on Dec. 15 by a volume of $1,091,750. 
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PROTECTION-HUNGER 


SEVEN-TENTHS of the 
families in America are de- 
pendent on wages, and the 
fathers and mothers live in 
constant dread of sickness, in- 
jury, unemployment, impov- 
erished old age, and premature 
death. That they hunger for 
protection from these calami- 
ties is proclaimed by the bill- 
ions of industrial insurance in 
force. 


Those who. are hard pressed, 
especially, realize that insur- 
ance has developed into some- 
thing more than mere indem- 
nity. With its nurses dotting 
the country, its safety engineers 
removing the dangers to life 
and limb, its medical men and 
welfare workers steadily extend- 
ing the lifespan insurance is now 
in very truth, protection. And 
so, for the wage earner, it is nei- 
thera luxury nor even a 
debatable purchase; it is a vital 
want. The institution that 
enables him to meet that want, 
renders him a valuable service. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Vice-President Haley Fiske, President 
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CONWAY BUILDING 


111 West Washington Street 
CHICAGO 
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WE ARE PLEASED TO OFFER 
Insurance companies, branch offices and general 


agents attractive office space in this building. 


Also one entire floor containing 21,000 square feet 
is available. 


Location, equipment and service unsurpassed. 


WituraM S. Pye, Manager 
Room 1243 Phone: Franklin 4850 
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lt Pays — 


to be a regular subscriber to The National Under- 
writer. 


No man can do his best unless he is thoroughly 
equipped—and The National Underwriter equips 
every man with insurance knowledge that he can- 
not afford to be without. 


After the first of the year there are published in 
the regular editions company statistics of numerous 
kinds. A careful, thoughtful perusal of them will 
give to the reader a more comprehensive idea of 
what the various companies are doing. What your 
companies and the others are doing is of utmost 
importance to you. 


You cannot afford to be without 
THE NATIONAL UNDERWRITER 





ADDRESSES BY OUTSIDE 
MEN HELD SUCCESSFUL 








Philadelphia General Agent of Guardian 
Life Says He Will Ignore Criti- 
cism of His Course 





PHILADELPHIA, Dec. 22.— The 
unique experiment of a general agent of 
a life insurance company inviting the 
life insurance fraternity as a whole to 
his agency “school” has been success- 
fully tested in Philadelphia. Jack Ber- 
let, one of the active leaders in Phila- 
delphia life insurance affairs, general 
agent for the Guardian Life, and vice- 
president of the local life underwriters’ 
association, admits that the first experi- 
ment justifies further investigation as to 
the worth of the movement, announcing 
that another series will begin Jan. 25, 
with William Roper, famous Princeton 
football coach, general agent for the 
Prudential and an active civic leader in 
the city, as the initial speaker. 


Aroused Much Comment 


That the series of sales talks just 
closed has been the subject of much 
favorable and unfavorable comment is 
well known in the east. As an outstand- 
ing feat of unselfish and skilled coopera- 
tion, the idea has proved to be an un- 
paralleled success, if the comment of 
those who attended the talks can be 
fairly interpreted. 

The caliber of the audience, which was 
large at each talk for even the biggest 
agency sales talk, was such that the 
taint of commercialism or, as it has been 
termed, “twisting of good producers,” 
could hardly have been the design of 
the meetings. Mr. Berlet’s entire agency 
force numbers about 20, and the average 
attendance at meetings for the entire 18 
was 55 people each night. 

“It was a costly experiment,” Mr. 
Berlet admits, “but its success can only 
be proved after it has been tried once 
more, and I intend to go ahead despite 
the undercurrent of petty criticism that 
has been spreading throughout the city.” 


Houghton Is Speaker 


If the life insurance salesman sells 
himself program insurance first, regard- 
less of whether he has the insurance in 
force on his own life or not, he can pro- 
duce the results even though he is a 
stranger in a strange town, Ernest 
Houghton, the Guardian Life’s cham- 
pion personal producer in Rochester, 


| N. Y., told the audience at the last of 


Jack Berlet’s 18 Money Making Sales 
Talks held at the Philadelphia agency 
last week. 

“In my first call on a prospect I carry 
with me a folder containing my own life 
insurance program,” Mr. Houghton said. 
“Before starting to explain the program, 
however, I disarm the prospect's natural 
wish to be rid of me by requesting a 
discussion of insurance—not to sell him 
insurance, as I do not know whether he 
needs insurance or not. 


Advantages of Trust 


“Then I explain that I carry $55,000 
on my own life, explaining that the fea- 
ture of the program is the coordination 
of life insurance fixed income and trust 
company discretionary powers included 
in the settlement. Point out that the 
income from the life insurance fund is 
fixed, but that the trust funds can be 
almost as safe, but allow the trust com- 
pany to meet an emergency, such as an 
accident or long sickness to the bene: 
ficiaries, with ready cash that the income 
contract of the life fund will not permit. 

“The big appeal for the discretionary 
powers of a trust fund lines along edu- 
cational lines, as in the case of a fund 
for children.” 


Travelers Dividend 


The Travelers has declared an extra 
dividend of $2 a share in addition to 











EEE a — 
ee 





the regular dividend of $4 a share. 


BERLET TO CONTINUE TALKS 


ADAMS ELECTED HEAD. 








Organization of the American 
Life Convention 





Bureau met in St. Louis Monday. 


can Life Convention, was elected as a 
director. 

Fisher Simmons tendered his resigna- 
tion as vice-president and director and 
L. N. Parker, branch manager of the 


cessor. 

M. B. Cedarstrom, who has been with 
the bureau practically since its organi- 
zation, was reelected secretary and is in 
charge of the office in St. Louis. It is 
expected that Mr. Parker will devote 


work of the bureau. He has been with 
the bureau about five years, taking the 
Denver office when it was organized 
and conducting it most successfully. 

T. H. Loud, who has been connected 
with the St. Louis branch office, takes 
Mr. Parker’s place in Denver. 


Concluding Successful Year 


The bureau is concluding its most 
successful year and with the establish- 
ment of headquarters in St. Louis under 
the direct supervision of the convention 
it is hoped the business will be consid- 
erably increased during the coming year. 

Resolutions were adopted congratulat- 
ing Dr. Simmons and Fisher Simmons 
on the success achieved by the bureau 
and expressing the regret of the board 
that the time had arrived when they 
thought it best to sever their official 
connection with the bureau. 

There were present at the meeting 
H. M. Woollen, T. W. Blackburn, 
Fisher Simmons, Lee J. Dougherty and 
George Graham. 


ABRAHAM LINCOLN NEW NAME 


Mutual Life of Illinois With Home 
Office at Springfield Out in 
New Dress 


The Mutual Life of Springfield, III. 
is changing its name to the Abraham 
Lincoln Life. This is the second name 
change announcement to be made within 
the last week, the other being that of 
the Continental of Wilmington, Del. 
to the Continental American. The Mu- 
tual Life of Illinois name change gives 
that company a distinctive name, in full 
keeping with the city and state which 
holds its headquarters. The name has 
a value in itself and will also give the 
company a first position in all alpha- 
betical lists. 








Bankers Life Men Advanced 


Three men who are at present serving 
the Bankers Life of Iowa as regional 
sales managers will become assistant 
superintendents of agencies Jan. 1. They 
are Severin Schulte, Santa Ana, Cal.: 
Paul W. Root, Des Moines, and J. A. 
Spargur, Indianapolis. L. M. Paquin, 
formerly of the San Francisco agency. 
will assume his duties as instructor o! 
agencies at the home office early in the 
new year. 


Monarch Life’s Progress 


The Monarch Life of Springfield. 
Mass., running mate of the Monarch 
Accident, which began writing life in- 
surance last July, has written to date 
about $751,000. The company is pleased 
with the progress which it has made 
since it began writing life insurance. It 
hopes to end the year with at least $1. 
000,000 in force. 





OF AMERICAN BUREAU 


FISHER SIMMONS IS RETIRING 


Other Changes Made by the Service 


The directors of the American Service 


Claris Adams, secretary of the Amer- 
ican Life Convention, was elected presi- 
dent to succeed Dr. E. G. Simmons who 
tendered his resignation some time ago. 
H. M. Woollen, president of the Ameri- 


bureau at Denver, was elected his suc- 


the greater part of his time to the field 
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LIFE INSURANCE TOTAL 


An echo of the National Life Under- 
writers Association convention at Atlan- 
tic City rings loudly from the pages of 
a recent issue of Nation’s Business, the 
official publication of the United States 
Chamber of Commerce. An editorial 
draws renewed attention to these strik- 
ing figures—that life insurance in force 
totals more than $72,000,000—that with 


our total population of 120,000,000 the | 


average amount of life insurance per 
person, man, 
mates $600, whereas in 1900 when there 
was some $8,500,000,000 of life insurance 
in force protecting some 75,000,000 peo- 
ple, the average was only slightly more 
than $100—that in 1900 there were 
10,000,000 policyholders, one in every 
seven and a half inhabitants, while to- 
day there are more than 54,000,000 
policyholders, one in every two and one- 
fourth, “A wonderful showing for 
American foresight and thrift,” the edi- 


torial concludes. 
* “ 


MUTUAL BENEFIT CHORISTERS 


The Mutual Benefit Life with its fam- 


ous glee club contributed much to the | 
festivities of the season by broadcasting | 
a program of Christmas carols early in 
the week from WOR, Newark. James 
Philipson is leader of the club which is 
composed of more than 100 persons, all 
of them employes of the company. Wide 
fame came to the club in 1921 when it 
carried off first honors in a choral com- 
petition held under the auspices of the 
Newark Music Festival Association. Far 
back in the history of the company there 
grew up the fine custom of singing 
Christmas carols in the corridors of the 
home office on the day before Christmas. 
This year greater significance than usual 
will be attached to the carol service as 
it is the last that will be held in the 
friendly and familiar halls of the old 
home office building. Not long after the 
New Year the Mutual Benefit Life hopes 
to make itself at home in its imposing 
new building on Belleville avenue. 
x * * 
CONNECTICUT GENERAL 


Dr. L. G. Sykes, medical director of 
the Connecticut General, has issued an 
invitation to all interested insurance men 
who happen to find themselves in or 
near Hartford, to come to the home 
offices to view a film entitled “The 
Spirit of Profitable Cooperation Between 
Our Agents and the Medical Depart- 
ment. This film was prepared by the 
company’s medical corps and is the 
first of its kind to be used by any life 
company. The great value of such 
films was demonstrated at the November 
meeting of the Central 
Underwriters Association, when Dr. 
Sykes used the film prepared by himself 
and his associates to illustrate his talk 
on the “Relation of the Medical De- 


partment to the Filed.” 
x *k * 
DR. W. B. SMITH HONORED 


Dr. William B. Smith, assistant medi- 
cal director of the Connecticut General, 
has just been signally honored with an 
appointment as commanding officer of 
the medical detachment of the 43rd 
Division Air Corps. A graduate of the 
Mitchell Field School of Aviation Medi- 
cine, Dr. Smith was previously flight 
surgeon of the 118th Observation Squad- 
ron. In addition to his many other 
duties, including those in the Connecti- 
cut National Guard, he is also state 
deputy aviation inspector. 

x * * 


FILM 


LIFE OFFICIALS PARTICIPATE 


President John R. Hardin of the 
Mutual Benefit was toastmaster and 
President Edward D. Duffield of the 
Prudential was the speaker extraordin- 
ary at the large testimonial dinner given 
recently in Newark to C. Weston Bailey, 
president of the American Fire Insur- 
ance Company, who has just completed 
his fiftieth year in the service of the 


AS SEEN FROM NEW YORK 


BY G. F. WILLISON 


woman or child, approxi- | 


Pennsylvania | 





———J 


company. More than 200 national fig- 
ures in the insurance world gathered to 
offer congratulations and felicitations and 
to do honor to Mr. Bailey’s diligence, 
perseverance, patience, courage and 
proved abilities. Both President Hardin 
and President Duffield are directors of 
the American, while President Bailey is 
one of the directors of the Mutual Bene- 
fit Life. 











* 


* * 
AXMAN IS CHAIRMAN 


As chairman of the National Thrift 
| Committee, Graham C. Wells, general 
| agent here of the Provident Mutual, has 
| asked Clarence Axman of the “Eastern 
Underwriters” to serve as chairman of a 
| committee of leading insurance editors, 
who are to pass preliminary judgment 
upon the thrift essays submitted in the 
prize competitions now being conducted 
by various local associations. On the 
| committee are George A. Watson, 
Tue NaTIOoNAL UNpEeRwRITER; Charles F. 
Howell, “Weekly Underwriter;” R. 
| Cox, “Journal of Commerce;” E. V. 
| Sullivan, “Spectator;” E. W. Roberts, 
“Insurance Advocate;” and Edward G, 
Connelly, New York “Herald-Tribune.” 

After this committee has done its work, 
| the thrift essays surviving will be placed 
before a committee of life company 
presidents, who will make the final 
awards. 








*x* * * 
VALUE OF PRUDENTIAL STOCK 


N. F. Blanchard, son 
of a founder and the first president of 
the Prudential, left a will that recalls 
the history of the mutualization of the 
company in 1915. At that time the 
courts fixed $455 a share as the price of 
all outstanding Prudential stock, the par 
value of which was $50. Mr. Blanchard 
retained 402 shares of his stock. In his 
will which was admitted to probate this 
week, he directed his widow, as execu- 
trix of his estate, to hold these shares 
until such time as they realized at least 
$500,000 from a sale. On the court's 
| valuation these shares are only worth 
| $182,910. It would seem, therefore, that 
| they are quite likely to remain in the 
| estate fof some time. 
x *k * 
WHERE TO DRAW THE LINE 

“T never call on any prospect who 
earns less than $5,000 a year,” said Ralph 
Engelsman of the Equitable Life of New 
York at a recent meeting of the New 
York Association of Life Underwriters. 
An agent must draw the line somewhere, 
| he said, as to the class of prospects upon 
| whom he is to concentrate his time, 
effort and thought. “My plan of work 
| is this,” he explained. “T call on one 
|man a day who can afford to take 
$50,000, one man a week who can afford 
$250,000; and I try to find at least one 
man a year who can take $1,000,000.” 
This is indeed an ambitious program, 
but that it pays is evidenced by the fact 
that Mr. Engelsman has found time out- 
side of his official duties as lecturer on 
salesmanship at the life insurance train- 
ing course of New York University to 
write more than $1,000,000 this year on 
75 lives. 


The late Leon 


* * * 
LAWRENCE PRIDDY’S PRODUCTION 
Lawrence Priddy has enjoyed another 
phenomenal year with a personal pro- 
duction that in all liklihood will run well 
over $5,000,000, said President W. R. 
Collins of the New York Life Under- 
writers Association in recently announc- 
ing that Mr. Priddy will be one of the 
principal speakers on the special pro- 
gram being arranged for the New Year 
meeting to be held early in January. 
President Collins added the detail that 
two or three millions of Mr. Priddy’s 
imposing total had been closed since 
the first of November. The subject of 
Mr. Priddy’s address at the January 
meeting has not yet been announced, but 
in a general way it will deal with how 
he does it, a broad subject on which he 
can speak with great authority. 
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COMPANY PLANS EXTENDED AGENCY EXPANSION 


IN IOWA 


OPPORTUNITIES 


WITH 


The Indianapolis Life | 
Insurance Co. 


FOR 
MANAGERS FOR 


Des Moines Mason City 
Sioux City Cedar Rapids 


A Real Opportunity If You Are Seeking A General 
Agency Connection And Can Measure 
Up To The Requirements 
WORKING TOOLS: 
A Purely Mutual Company in its 22nd year. 
$63,500,000.00 Insurance in Force. 


Low Initial Premiums, reduced by large annual divi- 
dends, resulting in Lowest Net Cost. 


Satisfied Policyholders, and 
A Clean and Wholesome Record all the way through. 





— 








Splendid co-operation from Home Office and Field. 
Modern policies that sell, including Child’s Endowment. 


In 1924 the Company paid an EXTRA DIVIDEND of 
20% in addition to the regular dividend. 


An average of 26% increase in dividend scale of 1925. 


Beginning November 20, 1926, an EXTRA DIVI- 
DEND of 20% of the regular dividend will be 
paid to Policyholders, in addition to the regular 
dividend. 


QUALIFICATIONS : 


Under 40 years of age; good health; 


College Graduate preferred; Only experienced Life In- 
surance men, who have established successful rec- 
ords in either personal sales or agency building 
considered. 


For personal interview write to Home Office. 


Frank P. Manly, President 


or 


Joe C. Caperton 


Agency Manager, 
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SUN LIFE 
ASSURANCE COMPANY 


of CANADA 


A BILLION DOLLARS 
of life assurance in force 


ASSETS - - - $300,000,000 


Interest on policy proceeds, profits, 
etc., left with the Company 


FIVE and ONE-HALF PER CENT 


























} This Plan 
Provides 


1. Easy Interviews 

2. Live Prospects 

3. A Selling System 

4. Friendly Cooperation 
5. Increased Income 


If these features appeal to 
you it would be well 
worth your while to in- 
vestigate this PLAN, and 
the General Agency con- 
tract offered by a fast 
growing, old line Com- 


pany. 





Write in confidence to 


REGISTER LIFE 
INSURANCE COMPANY 


“Growing Since 1889" 
DAVENPORT . 


. 


IOWA 




















WITH INDUSTRIAL MEN 














MANY NEW YORK PROMOTIONS 


Prudential Opens New Assistancy at 
Herkimer—Other Transfers and 
Advancements Made 


The Prudential has opened a new as- 
sistancy at Herkimer, N. Y., a detached 
office operated from the Utica No, 1 dis- 
trict. William Wright, Jr., is in charge 
as assistant superintendent. He started 
to work for the company April 27, 1908, 
and is being transferred from the Ilion 
office, where he has been an agent. This 
assistancy will be under the supervision 
of D. W. Merselis, superintendent of the 
Utica No. 1 district. 

Daniel J. Pidgeon, who began his 
service as an agent in the Buffalo No. 1 
district in 1920, has been promoted to 
assistant superintendent in the same 
district. Matthew G. Hart of the Olean 
district has been promoted to assistant 
superintendent. Mr. Hart began his 
service with the company as an agent 
on Jan. 23, 1922, in the Olean assistancy 
of the Jamestown district. 

Harold D. Crowell, who began his serv- 
ice as an agent July 14, 1924, at Dun- 
kirk, N. Y., detached from the James- 


town district, has been promoted to 
assistant superintendent in the same 
territory. Fred L. Risser has been pro- 


moted to assistant superintendent in the 
Auburn, N. Y., district. Mr. Risser has 
been a Prudential man since Nov. 30, 
1914, and served as assistant superin- 
tendent in Seneca Falls, N. Y., in 1916-17. 
Following his return from service dur- 
ing the World War, he has worked as 
an assistant and as an agent in Auburn. 

In Division “B” promotions made from 
the agency ranks involve Assistant Su- 
perintendents Frank N. Molinari, Brook- 
lyn 5; William B. Seymour, Brooklyn 12; 
Louis Cummings, Brooklyn 9; John T. 
Browne, Brooklyn 7; Michael Maisano, 
New Haven, and Thomas Graham, Brook- 
lyn 10. 

Gomer G. Lesch, who has been con- 
nected with the Buffalo No. 1 district as 
an agent since Oct. 3, 1921, has been pro- 
moted to assistant superintendent in that 
district. Earl E. Rodgers has been pro- 
moted to assistant superintendent in the 
Oneonta, N. Y., office of the Bingham- 
ton No. 1 district. Mr. Rodgers’ service 
with the Prudential dates from Aug. 10, 
1923. 


News of the Prudential’ 


The Prudential has opened a new office 
in Chicago to be known as Chicago No. 
15. George V. Kohn is superintendent in 
charge of this office. Mr. Kohn started 
as an agent of the Prudential in Chicago 
in 1912, and a year later became assist- 
ant superintendent, a position which he 
held until his promotion to the superin- 
tendency of the Chicago No. 15 district. 


Dutton Made General Manager 


Houston Dutton, who has had many 
years experience in the industrial field, 
has become general manager of the Peli- 
can Industrial Life at Shreveport, La. 





John Hancock Promotions 


Superintendent Feane has retired from 
the management of the Toledo agency 
of the John Hancock Mutual, but will 
‘continue to represent the company as 
assistant superintendent in the Schenec- 
tady agency. To succeed to the position 
thus made vacant, the company has ap- 
pointed John P. Pratt, now an assistant 
superintendent in the Detroit 5 agency. 
Superintendent Miller also retires from 
the management of the Orange agency, 
but will continue to represent the com- 
pany as assistant superintendent in the 
New York 2 agency. To fill the super- 
intendency at Orange the company has 
selected Elmer de Szendeffy, now an 
assistant superintendent in the New York 
2 agency. 

Both Mr. Pratt and Mr. de Szendeffy 
have had ample field experience which 
has well fitted them for this increased 
responsibility. 


Western & Southern Agent Missing 


Detroit authorities have been appealed 
to by Mrs. lL. Harte to aid in the 
search for her husband who had been 
in charge of the Highland Park office of 
the Western & Southern Life from early 
in August until his disappearance Nov. 6. 





























Foul play is feared as Mr. Harte’s car 


was left parked near his office when he 
went out ostensibly to make a business 
call. 


John Hancock’s Ohio Conference 


About 40 agents of the John Hancock 
Mutual Life from central, southern and 
eastern Ohio attended an educational 
conference in Columbus last week, which 
lasted three days. Among those at th: 
meeting were T. W. Callihan, educationa! 
department head; G. A. Adsit, W. J. Gar- 


|} retson, Mr. Keithley and Sterling Green 


of the group division, Mr. Callihan 
spoke at the monthly meeting of the 
Columbus Life Underwriters Association. 


Metropolitan Life Changes 
C. E. Wilson, district manage: it 
Louisville, Ky., for the Metropolitan Life. 
has been transferred to Columbus, ©. 
and W. S. Franklin of Covington has 
been sent to Louisville to replace him. 





Metropolitan’s Colorado Meeting 

Forty-eight delegates attended the 
Colorado Springs and Pueblo district con- 
vention of the Metropolitan Life in 
Colorado Springs. Ernest K. Wilkes, 
third vice-president and manager of the 
Pacific coast territory, and J. H. Almy, 
superintendent of agencies, were present 


SOLICITUDE FELT OVER 
GENERAL MOTORS GROUP 


(CONTINUED FROM PAGE 1) 
to other problems presented, and was 
given only for non-participating com- 
panies. 
Must Be Strict Accounting 


The department also calls attention to 
the fact that in all cases where contracts 
are written overhead there must be a 
strict accounting of expense, particu- 
larly the charges of all home office offi- 
cials for any time devoted to placing 
the risk. In many cases such charges 
might very well be much larger than 
any commission paid an agent for writ- 
ing the contracts. The most important 
question is whether a company can 
charge a commission on a group con- 
tract written on one company corpora- 
tion and not charge a commission on a 
similar contract written on a_ similar 
corporation. In other words, is there 
discrimination between risks which 
should pay the same charges and fur- 
thermore is there discrimination against 
the smaller corporations in favor of the 
larger ones with 10,000 employes or 
more? 

The meeting this week promises a 
warm and interesting debate on many 





MR. AGENT 


Doyou care for QUALITY? 
Age, Sound Experience, Low 
Cost, a Splendid Record for 
over 67 years? 


Then why not take 
a General Agency for 


THE ST.LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 

D. E. MacMILLAN, 
Supervisor of Agents, 
3640 Washington Ave. 

St. Louis, Mo. 
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involved questions in which the several 
life companies have varying interests at 
stake. President W. R. Collins of the 
New York Life Underwriters Associa- 
tion has asked Superintendent Beha to 
allow the executive committee a hearing 
before his meeting with the companies 
but up to noon today this request had 
not been granted. 


No Violation of the Law 


It is stated here this week that some 
decided steps may be taken. In the 
writing of the General Motors line there 
has been no violation of a law, and 
everything has been strictly regular. The 
men out on the firing line, however, feel 
that a dangerous precedent has been 
established that may have far-reaching 
influence. Many contend that the time 
has come when there should be a seri- 
ous protest against an action of this 
kind which will tend to destroy or un- 
dermine the agency system. Life men 
declare that this dealing direct with the 
assured might be carried to its logical 





conclusion in the way of writing indi- | 


vidual policies in the same way. The 
agents will probably base their argu- 
ment on the ground that there will be 


a chance for discrimination, price cut- | 


ting and rebating. 


Inter-Mountain Report 


The Inter-Mountain Life at Salt Lake 
City as of Nov. 1, showed assets $2,- 
533,354, reserve $1,888,561, capital $124,- 
510, net surplus, $193,794, total policy- 
holders surplus, $318,304, insurance in 
force, both life and accident, $38,724,- 
320. 

Dr. Sidney S. Wilson, medical exami- 
ner of Nebraska City, Neb., for the 
Equitable Life of New York, was _ in- 
stantly killed last week when he lost 
control of his automobile and it over- 
turned, pinning him beneath. 





John R. Martin, well known local in- 
surance man of Altoona, Pa., and Paul 
Tillard, district manager of the Fidelity 
Mutual Life, were elected vice-president 
and secretary-treasurer, respectively, at 
the annual election held by the Altoona 
Kiwanis Club. 


| M. Crume has opened a Chicago gen- 


| building under the name of Johnson & 
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NEW GENERAL AGENCY | Mr. Johnson was for a number of | AGENTS MAKE NOTABLE 
FIRM IS ESTABLISHED | *<2)*, Beit superintendent and later gen | RECORD IN METROPOLIS 


eral agent at Chicago for the Girard | 
| Life of Philadelphia. He was also form- | 


JOHNSON REJOINS MANHATTAN | “fly with. the Manhattan Life as man- | WROTE $8,082,000 IN ONE WEEK 


ager of its Chicago agency. He left 
— —- | that work to go with the International | — 


Former Chicago Manager Resumes | Life & Annuity to manage its Chicago | New york City Agencies of the Trav- 


agency department which he has now 
Post, With J. M. Crume As Joint left to return to the Manhattan Life as elers Outdid Themselves in 
General Agent general agent. Mr, Crume has been an | Honor of Frith 
independent writer of insurance, having | 
—_——-— been engaged in the business for 15 | —_—_— 


M. D. Johnson, formerly Chicago | ¥*4™* NEW YORK, Dec. 23.—All metro- 


manager for the Manhattan Life, has | SENTINEL EXPANDS RAPIDLY politan agencies ot the Travelers outdid 


returned to the company and, with J. | . i themselves in a special drive for new 
New Kansas City Company Going Into business conducted last week, which was 
| known as Frith Week in honor of A. J. 


Forty States and Opening Drive 
for Business 





|} announce that the comany will start an 
intensive campaign for the general 





present plan contemplates a repetition | imated $3,500,000 They more 


troductory sales campaign held in Kan 
sas City during the first month of the 
company’s existence, which broke the 
world’s record for production by a new 
life insurance company. Over $3,500,- 
000 was written within 30 days after 
j ee new company began active selling | 
— 95 Movies of Home Office Staff 
December “Watts Month” Motion pictures of every officer 
December has been dedicated by the 
Merchants Life of lowa to William A. 
Watts, president of the company. 
Agents of the company will not only 


seph D. Bookstaver agency led the 


drive 





Frith, the popular assistant superintend 
ent of agencies in Greater New York for 


Che Sentinel Life of Kansas City is ithe Travelers, who has just completed 
| rapidly being admitted to the 40 states his 35th year of service in the compen ° 
| in which it will operate. The officers employ. The drive was conducted by 


26 branch offices and general agencies, 
de- | Which set out to double the amount of 
velopment of an agency force through- | life insurance sold in the corresponding 
out the entire territory Jan. 1. The | week last year, when total sales approx- 
than 
throughout the various states of the m-| reached their goal by writing $8,082,182 
last week, according to the official reck- 
oning made public yesterday. The 


Jo- 


pro 
cession by writing $1,350,000 during the 


and 


employe in the home office of the Equi- 
table Life of Iowa will be shown at the 
annual Christmas party of the company, 
Dec. 24. D. E. Kinsey of the service 


M. D. JOHNSON | strive to produce a record amount of | department of the Equitable is in charge 
new Be Ah ne but each will endeavor to | of this feature. Pictures have been taken 


increase the amount of protection he | of employes, at work and leaving 
eral agency in the First National Bank 


and 


himself is carrying. Dec. 28 is Pres- | coming to the office, oftentimes with 
| ident Watts’ birthday, and it is expected | out the knowledge of the person whose 


Crume. Both Mr, Johnson and Mr. | that, on that date the biggest “presi- | picture was being taken. The pictures 
Crume are men of long experience in | dert’s month” the company has ever had will also be shown at agency mectings 


the life insurance business. will be~nearly completed. | during the coming year. 
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GENERAL AGENTS 


Capable men desiring to build their own General Agencies may 











INSURANCE COMPANY 


ORAM ERICA, Farmers National Life Insurance Company 


obtain exclusive territory of their own choice with this progressive 


~ young company. We accept all classes of life risks, age one day to 65 
years. Our best uncontracted territory includes: 
= mes ~~ 


INDIANA— OHIO— MICHIGAN— 
Seymour Lima Calumet 
New Albany Toledo St. Joseph 
Terre Haute Dayton Kalamazoo 


’ Marquette 
Michigan City Springfield Battle Creek 


ILLINOIS— IOWA— MISSOURI 


Peoria Waterloo . Joplin 

Mt. Vernon Mason City Springfield 
Spri Sioux City Cape Girardeau 
M ysboro Council Bluffs Jefferson City 
Rockford Moberly 


For further information communicate with 
A. O. Hughes, Vice-President in Charge of Agencies 











OF AMERICA 
3401 South Michigan Ave., Chicago, Illinois 
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Danger in Pension Schemes 


Lire insurance men are interested in 
the decision of Judge Barnes of the ap- 
pellate court of Illinois which upholds 
the lower court in its decision affecting 
the 400 former pensioners of NELSON 
Morris & Co., the Chicago packers. It 
declares that neither Morris & Co., nor 
Armour & Co. are responsible for the 
discontinuance of the pension fund for- 
merly maintained at the Morris plant 
which ended at the time of the packing 
merger in 1923. Under the terms of this 
plan employes paid 3 percent of their 
salaries into the pension fund until their 
retirement. 

When the Morris & Co. business was 
sold, most of the employes withdrew 
the amounts they had paid into the fund 
and placed them with the Armour & Co. 
pension fund. This left the old fund 
only enough to pay the pensions for 14 
months. The pensioners declared there 


was a contractual obligation first on 
part of Morris & Co, and then on part 
of Armour & Co. to pay these benefits. 
Both the upper and lower courts, how- 
ever, found otherwise. At the time of 
the merger it was stated that the mem- 
bers of the pension fund had donated 
$916,352, and that the fund had earned 
from investments nearly $500,000. 

Life insurance men have frequently 
called attention to the fact that these 
pension plans are decidedly uncertain. 
Nearly all have a weakness and cannot 
be relied on. If the same amount of 
money had been placed in purchasing 
life insurance there would have been a 
definite security. There have been many 
examples where pension funds have 
failed at a critical time. This Morris 
& Co. case is illustrative of the ‘situation 
that may confront pensioners at a time 
when they most need their benefits. 


The Poorhouse Is Losing Boarders 


THE great part insurance is playing in 
modern economic life is all too little 
known to the general public. For ex- 
ample, the newspapers seize upon any 
information regarding banking or manu- 
facturing as news items of interest to 
the public, whereas insurance goes its 
way with little or no publicity.. Oc- 
casionally, however, a newsbaper man 
does get a vision of the tremendous role 
which insurance plays. A striking ex- 
ample of this was an article in the 
Chicago “Tribune” by Harper Leecn, 
special financial writer of that paper. Mr. 
Leecu discussed the relative growth of in- 
surance in the past 20 years as outlined so 
clearly in the address by M. Avsert Lin- 
TON, vice-president of the Provipent Mu- 
TuaL Lire, at the annual meeting of the 
ASSOCIATION OF Lire INSURANCE PresI- 
DENTS. Mr. Leecu then went on to com- 
ment on the function of insurance. 
Some of his statements follow: 

“Insurance is steadily cutting down 
the vibrations in the social machine. Is 
it possible that this has had ‘something 
to do with the increasing stability of 
business? The millions of little eco- 
nomic shocks to families and individ- 
uals, of course, cancel each other to a 
great extent, and from year to year 
their minimization would hardly be sus- 
ceptible in the great swings of business, 
but after all it is the buying power of 
the millions which runs the whole ma- 
chine, and the growth of insurance must 
give steady purchasing power. Because 


they have more money, the American 
people are buying and paying for that 
security which politicians and paternal- 
ists have been offering them on other 
terms from the beginning of time. 

“One of the most striking of recent 
insurance movements is the inclusion 
of disability clauses in life policies. 
Disability of the bread winner is a worse 
calamity than death, from a purely eco- 
nomic standpoint, but it was not until 
1913 that disability clauses became of 
sufficient importance to be listed sepa- 
rately by the insurance department. In 
10 years, premiums for total disability 
protection in New York State alone in- 
creased from $1,000,000 to $26,000,000. 

“The American poorhouse is losing 
boarders. The insurance agent has been 
the institution’s worst enemy. But of 
course the insurance company’s oppor- 
tunity has come from the increased pro- 
ductivity of American management, 
capital and labor.” 

Mr. Leecnu said that Americans have 
provided insurance to an amount which 
equals the national income for_a period 
of 69 weeks. He added: 

“In historical perspective that is a 
very significant provision of income, 
because it remains a fact that mankind 
has never yet been but a few months 
from famine, despite all the talk of farm 
surpluses. If the ability to provide for 
the future is the true test of civiliza- 
tion, as many thinkers have argued, 
Americans are really a civilized people.” 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Oliver C. Fuller, a director of the 
Milwaukee Mechanics and a trustee of 
the Northwestern Mutual Life, has re- 
signed as chairman of the board of the 
First Wisconsin National Bank of Mil- 
waukee and affiliated institutions, due 
to ill health. Mr. Fuller has been a 
leading figure in the financial and civic 
affairs of Milwaukee for several years. 
He plans to take up his residence in a 
warmer climate. 

Dallas at last has thorough repre- 
sentation of its insurance interests in the 
personnel of the directors of its Cham- 
ber of Commerce. org | L. Seay, presi- 
dent of the Southland Life, and Porter 
Lindsley, of the firm of J. W. Lindsley 
& Co., prominent insurance agents of 
the city, were elected at the last meet- 
ing. 

Cold canvassing of prospects for life 
insurance does bring results, according 
to Ray F. Zimdars, agent for the Mu- 
tual Life of New York at De Pere, Wis., 
and the business paid for by Mr. Zim- 
dars the first 11 months of 1926 attests 
to his statement. 
to Nov. 30 amounted to $443,000 and he 
will reach the $500,000 mark for produc- 
tion by the end of the year at his pres- 
ent rate. 

One of the remarkable features of his 
production record is the fact that prac- 
tically all of his business is of the per- 
sonal kind and consists of small policies. 
He has written 92 lives in the first 11 
months, which gives him an average of 
$4,500 per case. The largest case he has 
ever had amounted to $25,000. 

De Pere has only a population of 5,- 
000 and most of his work is done there, 
although he does write some life insur- 
ance in Green Bay which is near his 
home city. 

The past few years have seen a num- 
ber of well-known athletes and athletic 
coaches enter the life underwriting 
ranks. Pittsburgh can well lay claim to 
such a one in the person of Robert N. 
(Bob) Waddell, associate head coach of 
Carnegie Tech football team, which in 
the final game of the season scored a 
19-0 victory over Notre Dame, an as- 
pirant for national football honors. 

Mr. Waddell is agency secretary of 
the John T. Shirley agency for the Con- 
necticut General, a vice-president of the 
Pittsburgh Life Underwriters Associa- 
tion and chairman of the membership 
committee of the association. 


Isaac Miller Hamilton, president of 
the Federal Life of Chicago, returned 
to his desk at the home office last week 
after a visit of several weeks on the 
west coast. Mr. Hamilton had attended 
the annual meeting of the National Con- 
vention of Insurance Commissioners and 
remained in Los Angeles for several 
weeks. 


Henry W. Abbott, formerly of De- 
troit and recently appointed general 
agent of the Massachusetts Mutual in 
Pittsburgh, has had a hard time getting 
settled in his new territory. 

A short distance from Pittsburgh, the 
driver bringing Mr. Abbott’s household 
goods from Detroit lost control of the 
truck, going down a steep hill. The 
truck crashed through a house, stopping 
when it reached the kitchen. The fur- 
niture was badly damaged and has been 
held for two weeks by the owner of the 
house until adjustment is made by the 
insurance companies. 

A. Mackenzie, manaeer of agencies 
of the Manufacturers Life of Toronto, 
Can., sailed Dec. 11 for Great Britain 
where he will spend a number of weeks 
on business for the company. 


Farl G. Mercer, for several 


eashier of the Kansas City branch of- | 
fice of the Royal Union Liie, has been 
promoted 





His paid-for business | 


vears | 


to a responsible position in | of New 








EARL G, 


MERCER 


the home office in Des Moines. Mr. 
Mercer was president of the Kansas 
City Life Underwriters Association at 
the time that organization was host to 
the convention of the National associa- 
tion in 1925, at which time he demon- 
strated rare executive ability in handling 
the big gathering. 

Edgar Flory, an agent for the Mutual 
Benefit Life in Chicago, has left for 
India, where he will study philosophy 
with Rabindranath Tagore and 
hatma Gandhi. Mr. Flory has been a 
part time agent in the A. Drew 
agency, being a preacher, a graduate of 
Garrett Biblical Institute of Evanston. 
He has made a phenomenal success as 
a part-timer and the agency is looking 
for his return to the force when he re- 
turns with his new store of philosophy. 


Ma- 


N. P. Hull, president of the Grange 
Life of Lansing, Mich., has been noti- 
fied of his reappointment as a director 
of the Federal Reserve bank for this 
district. 


The Midland Mutual Life of Colum- 
bus, O., has a unique record in that it 
has never contested or compromised a 
death claim in its 20% years of opera- 
tion. Not long ago the beneficiary of a 
policy, run into extended insurance, 
brought suit against the company for 
the face value without filing any proof 
of death. The action was based on the 
fact that her husband deserted her some 
eight years ago. But the case was 
promptly thrown out of court because 
no proofs were filed and the company 
had not been given the privilege of con- 
sidering the claim. Not long after this 
the husband appeared at one of the 
Midland’s offices and changed the bene- 
ficiary to his present wife, a divorce 
having been granted to his former wife 
who had also married again. The in- 
sured writes from his home in Phila- 
delphia as follows: “If there is any- 
thing further I can do to annoy my 
former wife, kindly let me know.” This 
leaves the record of the Midland Mutual 
absolutely clean. 


E. E. Cook of the Lorick & Vaiden 
agency of the Missouri State Life re- 


cently was elected mayor of Plains, 
Ga., his home town. He will take of- 
fice Jan. 1. 





Clyde M. Rice, agency manager of 
| the Equitable Life of Iowa at Youngs- 
/town, O., was instantly killed recently 
| whew his car was struck by a train at 
Elyria, O. He had been agency man- 
| ager since last April. 


J. Chambers Bristow, general agent 
at Richmond,. Va., for the Home Life 
York, has received word from 
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San Francisco that a high court of that 
city had rendered a sweeping decision 
in favor of the heirs at law of Mark 
Hopkins, multimillionaire railroad builder 
and gold mine owner of the coast re- 
gion, who left an estate estimated to 
be worth close to $300,000,000. The 
court ruled out a will under which the 
estate had been previously distributed, 
pronouncing it a forgery. Mr. Bristow, 
who is one of the numerous heirs fight- 
ing for redistribution of the property, 
believes that the way is now practically 
clear for them to recover the estate. 
He estimates that his portion under the 
redistribution will amount to something 
like $200,000, 


H. J. Emerson, manager of the Buf- 
falo agency of the Mutual Life of N. 
Y., who will retire from active business 
Jan. 1, was the honor guest at a dinner 
given by the Buffalo Life Managers’ 
Association. Officers of the Buffalo 
Life Underwriters and a few intimate 
friends of Mr. Emerson were invited 
guests. Mr. Emerson has been man- 
ager of the Buffalo office for the past 
year. Previously he was in charge of 
the Mutual Life office in Rochester and 
also in Memphis, Tenn. 

Fred A. G. Merrill, general agent for 
the State Mutual Life, presented Mr. 
Emerson with a testimonial of friend- 
ship and esteem, signed by the men 
present. Newton E. Turgeon presided 
at the dinner. Other speakers were H. 
A. Videl, general agent National Life 
of Vermont; Percy G. Lapey, general 
agent John Hancock Mutual: Charles 
F. Adams, former manager Equitable 
Life of New York; Henry Wertimer, 
manager Prudential; Clay Babcock, 
manager Mutual Life at Rochester, and 
Mr. Merrill. 

Mr. Emerson contemplates leaving 
on a motor trip for Florida shortly after 
the first of the year. Later in the win- 
ter he will take a trip to California. 
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| LIFE AGENCY CHANGES | 














FOLMAR AGENCY APPOINTED 





Louisiana State Life Announces Con- 
nection to Have Charge of Alabama, 
Florida and Mississippi 





An important announcement is made 
this week by the Louisiana State Life 
of the appointment of the Folmar agency 
as southern managers for a territory 
made up of Alabama, Florida and Mis- 
sissippi. Superintendent of Agencies I. 
F. Archer announces that for the time 
being attention will be given principally 
to Alabama, which is the home of the 
greatest industrial and manufacturing 
center in the entire south. 

Emory Folmar, manager of the insur- 
ance department of W. B. Folmar & 
Sons, bankers, of Troy, Ala., is the ex- 
ecutive head of the Folmar agency and 
is ably assisted by his two brothers, M. 
Bibb Folmar and Arthur Folmar. The 
Folmar brothers are well known as three 
of the outstanding and most successful 
life underwriters in the south today, and 
the large agency which they are respon- 
sible for has achieved unusual success 
and now has an active agency force near 
the century mark in numbers. The Fol- 
mar agency has executive offices in 
Troy, Ala., occupying its own large of- 
fice building, and also maintains a 
branch office in Montgomery, Ala.. 
where it occupies an elaborate suite of 
offices on the ground floor of the Shep- 
herd building. 





G. F. Broetzke 


G. F. Broetzke, formerly general 
agent at Cincinnati for the Washington 
Fidelity National, has been appointed 
agency supervisor for Hamilton county, 
O., for the Continental American Life 
of Wilmington, Del., with headquarters 
at 714 Provident Bank building. Mr. 
Broetzke is attached to the office of 
Frank W. Bland. who is manager for 
southern Ohio. This office was opened 
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Another Year of Harmony 


HEN 1926 is ended it will mark 


‘another year of harmony for the 


Lincoln National Life organization. 


The same men who founded the 
Company more than twenty-one years 
ago are still at its head. There has 


never been a reorganization. 


Except 


for the retirement from business of one 
man, there has never been a change even 


in the Executive Committee. 


Had not every one of these men been 
of high personal character and moved 
by a common ambition of service for 
the Company, they would not have 
worked happily and successfully 


together through all these years 


Lincoln National Life agents know 
that this spirit of their executive officers 
permeating the whole organization 


makes it pay to 
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The 


More Than $450,000,000 In Foree 


‘“‘Its Name Indicates Its Character’’ 


Lincoln National Life 
Insurance Company 


Lincoln Life Building Fort Wayne, Ind. 
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Joun Hancock Murtvat Lire 


INsurANCE Company 


“ON FRO i,” 
Rules for Safe Driving 


The Best Booklet we have seen for automobile 
drivers and owners 


Gives an incentive to Road Courtesy and a Fair 
Attitude toward the Other Fellow 


If you own or drive a car, and would be interested to have a 
copy of the booklet “Control” you may have one by address- 
ing the Inquiry Bureau 


LIFE INSURANCE COMPA 
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99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 


Actual to expected mortality, 39%. 


For Agency Relations 
Address 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 


E. E. Kirkpatrick 


T. W. Appleb 
“ged Sup’t. of Agents 


President 








June 1, 1926, at which time the company 
entered Ohio. It already has 14 agents 
in Cincinnati who are producing at the 
rate of $1,000,000 a year. 


R. H. MOUSER MAKES CHANGE 





Becomes Associated with John D. Lively 
as Northern California General 
Agents for Connecticut Mutual 





R.‘H. “Bill” Mouser has resigned as as- 
sociate manager of the Oakland, Cal., 
office of the Equitable Life of New York 
to become associated with John D. Live- 
ly of Oakland as general agent for the 
Connecticut Mutual Life for northern 
California. The new firm will operate 
as Mouser & Lively, maintaining offices 
in San Francisco, Oakland and Sacra- 
mento. The firm succeeds H. D. Fin- 
layson. 

Mr. Mouser is well known to insur- 
ance men throughout the country. He 
was the center of interest at the Los 
Angeles convention of the National As- 





R, H. MOUSER 


sociation of Life Underwriters, two 
years ago when he was active with Ben 
F. Shapro, the manager of his agency, 
in putting on a large part of the program. 
Mr. Mouser was well known before he 
entered the life insurance field as Bill 
Stinger, poet-humorist and editor at one 
time of an entertaining little journal of 
the philosophy of life called “Stung.” 
Mr. Mouser will be in charge of the 
Oakland office while Mr. Lively will 
have his headquarters in the present San 
Francisco office. 

Mr. Lively went to California in 1922, 
to become general agent for the Con- 
necticut Mutual in the Sacramento and 
San Joaquin valley. He was made gen- 
eral agent in Oakland, establishing the 
new branch office there and continuing 
his supervision over the valley districts. 





F. A. Smart 


The Equitable Life of Iowa has ap- 
pointed Frederick A. Smart agency 
manager in Detroit, succeeding M. H 
Zacharias. Mr. Smart has been director 
and vice-president of the George 
Beach Company. He entered the life 
insurance business in 1913, with the Mu- 
tual Benefit and became associated with 
the George H. Beach Company in 1923. 





A. E. Pickard 


The Mutual Trust Life, which was 
licensed in Florida last summer, has 
established its headquarters for the state 
at Orlando, under the supervision of 
General Agent A. E. Pickard and Agen- 
cy Supervisor Jackson Ingham. 


E._W. Stryker 


E. W. Stryker, formerly field super- 
visor and manager of the Boone, Ia., 
agency of the Equitable Life of Iowa, 























has been given additional supervisory 


responsibility as agency supervisor for 
the Des Moines agency. He will de- 
velop and supervise the rural territory 
of the Des Moines agency and will also 
continue in charge of the Boone agency 
comprising eight counties of rural terri- 
tory in central Iowa. 





James B. Simpson 


James B. Simpson of Cynthiana, Ky., 
has been returned to the Louisville of- 
fice of the Northwestern Mutual Li 
as an assistant to R. F. Clendenin, state 
agent for the company. Mr. Simpson 
is a native of Kentucky and has been 
very successful as a district agent at 
Cynthiana. 


Floyd Harper 


Floyd Harper, who has been for five 
years secretary of the Pittsburgh, Kan., 
Chamber of Commerce, has given up 
that position and will act as agency 
supervisor of the Security Mutual Life 
of Lincoln, Neb. He wrote his first 
policy for that company when he was 
living at Madison, Neb., in 1916. He 
then entered Wesleyan University and 
continued life insurance work. 


Guy Fitzsimons 


Guy Fitzsimons of Denver has been 
appointed state manager for Colorado 
of the life department of the Great 
Northern Life of Chicago. He has had 
a number of years’ experience in life in- 
surance work. He will have his office 
with J. A. Greenewald, state manager 
for the accident and health department 
of the company. 








Life Agency Notes 


B. F. Hadley, Jr., son of e vice- 
president of the Equitable Lite “of Des 
Moines, has been assisting John F. Stone 
in organization work for the company 
at Columbus, 

Cc. Garrison Winders, formerly state 
supervisor for the Missouri State Life in 
Indiana, has been appointed to do spe- 
cial work for the company’s educational 
bureau with headquarters in Indian- 
apolis. 
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CONSIDER INSURANCE TRUSTS 





Hartford Bankers and Members of 
Sales Research Bureau Hear Ad- 
dresses on Subject 





HARTFORD, Dec. 22.—Funded in- 
surance trusts, maintained by national 
banks and trust companies, safeguard 
the beneficiary of an insurance policy 
and are serving to create a tremendous 
field of new business, not only for the 
hahks but for the insurance companies 
as well. C. Allison Scully, vice-presi- 
dent of the National Bank of Commerce, 
New York, and Winslow Russell, vice- 
president of the Phoenix Mutual Life, 
made this statement to Hartford bankers 
and members of the Life Insurance 
Sales Research Bureau following a din- 
ner last week. 

Both speakers heralded the handling 
of insurance funds following maturity o! 
policies by banks and trust companies 
as a tremendous step toward safeguard- 
ing the interests of widows and orphans, 
an attractive proposition for those de- 
siring to create an estate of appreciable 
size and a source of tremendous income 
to banks and insurance companies. 

“It has been aptly said that the life 
insurance underwriter is interested in 
the creation of estates; the trust officer 
in their preservation,” said Mr. Scully. 
“From the standpoint of personal in- 
terest, the underwriter is interested in 
the preservation of estates only to the 
extent that the preservation of:such es- 
tates enables him to write more insur- 
ance. A trust officer is interested in the 
creation of estates to the extent that 
their creation furnishes him with assets 
to administer in the form of trust funds. 
The two interests are in reality quite 
distinct.” 
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of trust institutions show an average 
return of 5.513 percent interest, accord- 
ing to extensive surveys made over a 
period of years and that similar funds 
left in the hands of insurance companies 
usually return interest averaging be- 
tween 4% to 434 percent, Mr. Scully 
continued: “The principal amount held 
in trust by the insurance company will 
never change. While the principal 
amount paid over to a trust institution 
may diminish through improvident in- 
vestment, it is not only possible but it 
is reasonable to assume that the funds 
will be intelligently invested and should, 
over a period of time, increase some- 
what in value.” 

Voicing much the same sentiments 
as those expressed by Mr. Scully, Mr. 
Russell pointed out that banks and trust 
companies all over the country are ac- 
tively campaigning through advertising 
for the establishment of insurance trusts. 
He showed many samples of circulars, 
advertisements and programs of educa- 
tion designed and undertaken by banks 
themselves, which of recent times have 
tremendously increased the business of 
the banks and the insurance companies. 
Mr. Russell showed several lantern 
slides demonstrating the great and grow- 
ing interest taken in the matter of in- 
surance trust by banks the country over 
during recent years. 

Following the principal addresses, the 
75 or more Hartford bankers and in- 
surance men present entered into a 
round table discussion of the entire sub- 
ject, led by John Marshall Holcombe, 
Jr.. manager of the Life Insurance Sales 
Research Bureau, who was also toast- 
master. 


Indiana Legislative Plans 


Proposed insurance measures to be 
presented at the Indiana legislature 
which will convene in January have 
been drafted. Both fire and casualty 
agents and life agents have prepared 
bills to be fostered by the two organ- 
izations for an agency qualification act. 





The two bills will undoubtedly be sub- 
mitted together. A measure to prevent 
twisting will also be introduced by the 
life agents. 


BARFOD REVOKES LICENSES 





Pennsylvania Commissioner Orders Sev- 
eral Fraternal Associations in State 
to Liquidate Their Business 


HARRISBURG, PA. Dec. 22.— 
Commissioner Einar Barfod has ordered 
seven Pennsylvania insurance organiza- 
tions, including four fraternals and three 
benefit societies, to liquidate their busi- 
ness. In addition, the licenses in Penn- 
sylvania of three foreign assessment life 
associations were revoked and two 
foreign life insurance organizations were 
ordered to change methods of operation 
as a condition necessary to the renewal 
of their licenses in 1927. 

Commissioner Barfod ordered the fol- 
lowing insurers to liquidate because of 


insufficient assets, excessive operating 
expenses or non-compliance with the 
Pennsylvania laws: Ionic Temple, Lin- 


coln Fraternal Brotherhood of Equality, 
Loyal Knights of America and National 
Satety Protective Association, all Pitts- 
burgh fraternal organizations; and the 
American Independence Beneficial As- 
sociation, American Mutual Benefit As- 
sociation and National Security i 
tion, beneficial societies of Philadelphia. 

The license of the following foreign 
assessment associations were revoked: 
Home Assurance, South Bend, Ind., and 
the St. Lawrence Life Association of 
New York City. 


GET UP PITTSBURGH FIGURES 


General Agents and Managers Will 
Compile Statistics on Life Insurance 
Production for This Year 


The general agents and managers 
of the life agencies in Pittsburgh at 
their December meeting decided to con- 
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tinue this year the practice started 
three yars ago of compiling statistics 
showing the life insurance activities in 
the Pittsburgh district in 1926, 

It was decided that a confidential re- 
port of the business done in each agency 
would be sent to H. S. Brownlee, ex- 
ecutive secretary of the Pittsburgh Life 
Underwriters Association. From these 
reports totals will be compiled and will 
be analyzed by a committee consisting 


of George W. Ryan, general agent, 
Provident Mutual; Royal S. Goldsbury, 
general agent, Northwestern Mutual, 


and Howard S. Sutphen, general agent, 
Equitable of Iowa. This analysis will 
be published in the Pittsburgh papers. 

Last year’s figures showed that the 
business written by 41 agencies in 
Pittsburgh in 1925 totalled $330,185,688, 
an increase of $35,674,764 over 1924. 
The report also showed that over $56,000 
was paid to the community through 
death losses, matured endowments, etc., 
every day. 

This report is being watched with 
interest by the underwriters of Pitts- 
burgh, for it is thought that the totals 
for 1926 will exceed those of 1925. 





INTRODUCE REGULATORY BILL 





Propose Control of Cooperative, Non- 
Profit-Sharing Benefit Associations 
in District of Columbia 





WASHINGTON, Dec. 
tion regulating cooperative, non-profit- 
sharing life benefit associations in the 
District of Columbia is now before Con- 
gress, having been introduced by Sen- 
ator Sheppard of Texas and Represent- 
ative Oldfield of Arkansas. 

The bills, which it was stated had 
the approval of Thomas M. Baldwin, 
superintendent of insurance of the Dis- 
caused considerable stir on their 
intr duction, it being rumored that they 
we designed to permit the Ku Klux 
Klan* to’ enter the insurance field here. 
This, however, was denied by Superin- 
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tendent Baldwin, who declared that the 
bills were just what they purported to 
be, for the regulation of the cooperative 
benefit associations. The measures have 
no connection with the other insurance 
legislation pending, which would amend 
the code of the District of Columbia. 

A minimum of 500 members is re- 
quired for the formation of such an 
organization and a bond of $50,000 must 
be posted for payment of losses until 
the accumulated reserve on hand on the 
business written reaches or excéeds that 
sum. Any association of this nature 
now doing business in the District can 
secure a license if it has policies out- 
standing aggregating $1,000,000, and 
foreign associations also will be licensed 
to do business in the District. 

Any such association desiring to be- 
come a legal reserve life insurance com- 
pany can do so by meeting the require- 
ments for such companies. 


Lansing Agents Held Party 


The Lansing, Mich., agency organiza- 
tion of the Ohio National Life, held a 
Christmas party last week following a 
business meeting and sales conference 
in the afternoon. About 100 attended 
the affair, which was featured by a 
Christmas tree and a dance. C. R. 
Beebee of Ionia, president of the state 
agency club of the Ohio National Life, 
presided. Arrangements were in charge 
of N. R. Glassbrook, state manager, and 
G. A. Smallidge, agency supervisor. 





Decision on Days of Grace 


When the last day of grace for pay- 
ment of a life insurance premium falls 
on a Sunday, the assured has another 
day to pay and the insurance is con- 
tinued in force for the additional day, 
according to the United States circuit 
court of appeals at New York. In a 
case involving five policies to the 
amount of $25,000 the assured committed 
suicide on Monday, the day after the 
last day of grace. The circuit court of 
appeals holds that the insurance was 
in force and the Penn Mutual must 








Equitable Life of Iowa Building 





- «- Des Moines 
Iowa’s Tallest Office Building 


GROWING and SATISFYING 


The Equitable Life of Iowa has increased its paid- 
for production for the first ten months of 1926 over the 
same period in 1925 by 30.8%. 


The acid test of the satisfaction of policyholders is 
based on repetition of sales. The Equitable Life of 
Iowa, in spite of a large increase in new production, 
has written 32.8% of all new paid-for business during 
the first ten months of the year on the lives of old 
policyholders. 


The Equitable Life of Iowa offers its agents 
unusual opportunities to develop a clientele that will 
buy additional life insurance from year to year. 


Men desiring contracts with a progressive 
helpful company write to Agency Department 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Founded: 1867 


Home Office: Des Moines 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


- During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 
Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 




















Edw. S. Chadwick 
VICE-PRESIDENT AND MANAGER OF AGENCIES 

















COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Health Accident 
Life nl Policies—Accident 
Policies 


Sub-Standard Standard Super-Standard 


One Contract 
Group Protection 





One Correspondent 
7H & A and Auto Injury Forms 


One Company 
40 Popular Life Forms 
WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California, Illinois. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 




















If If 
Territory does make a difference You are a producer 
If If 
Close co-operation is necessary You believe in yourself 
If If 


A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 

INSURANCE COMPANY 
Cincinnati, Ohio 

= ==) 























pay. 
vs. Miriam G. Miller. 





Woods Agency’s “Loyalty Day” 


The results of the “Loyalty Day” | 
drive of the Edward A. Woods Com- 
pany agency of the Equitable Life of 
New York in Pittsburgh, according to 
a statement by 


The case is the Penn Mutual Life | underwriters and 47 members of the of- 


fice force. Many who were ill par- 
ticipated. Applications were written at 
daybreak and at midnight, some going 


out after 6 p. m. and doing a good day’s 


Edward A. Woods, | 


“exceed any similar affair in this or | 


any other agency. Exactly 406 of the 
agency force secured 1,105 applications 
for $4,083,765, including two group pol- 
icies for $500,000. In addition there 
were in the office, when the records were 
closed, a score or more of Loyalty Day 
applications not yet completed. 
“Deducting the number of our people 
who were sick or out of the territory on 
Loyalty Day, 80 percent of the force 
scored. This includes 48 of our women 





business.” 

W. I. Sipe of Butler, Pa.. led the 
agency with 15 completed applications, 
William A. G. Linn of Lewistown was 
second with 14. 





Boost Indiana Insurance Day 


John T. Hutchinson, secretary of the 
Insurance Federation of America, was 
present at the meeting in Indianapolis 
last Saturday of the Indiana Insurance 
Day general committee. He promised 
the support of the national body to 
help make the event a success. Jan, 
25 is the date and invitations have been 
sent to a number of prospective speak- 
ers to take places on the program. 
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CHARTER PIONEER NATIONAL 
New Life Insurance Company in To- 
jeka Is Incorporated on Stock- 
With-Policy Basis 





TOPEKA, KAN., Dec. 22.— The 
Pioneer National Life of Topeka has 
been granted a charter by the Kansas 
charter board. The company is now 
making arrangements for handling the 
stock.and securing authority to do busi- 
ness as a general life insurance com- 
pany in this state. The company is to 
be operated on a stock-with-policy basis. 
It has a capital of $100,000. The in- 
corporators are: Hugh Duff, Topeka; 
William Nelson, Topeka; H. H. Motter, 
Wichita; Ralph Johnson, Seneca; John 
McCoy, Sabetha. 


Promoters Experienced Men 


Mr. Duff recently resigned as the su- 
perintendent of agents for the Kansas 
Life of Topeka. William Nelson is an 
officer of the Victory Life, one of the 
first and most successful of the stock- 
with-policy companies organized in Kan- 
sas. None of the others have had any 
life insurance experience except as pol- 
icyholders, except that Mr. Motter was 
connected with the defunct Bankers 
Life of Olathe for a few months. Mr. 
Motter is internal revenue collector for 
Kansas. He was placed in charge of 
the old Bankers ‘Life to try to save it 
but when this became impossible he suc- 
ceeded in securing reinsurance that gave 
full protection to the policyholders. Mr. 
McCoy is a wealthy farmer and for- 
merly was a state senator and an active 
worker in Republican politics. Mr. 
Johnson is the present postmaster at 
Seneca. 





NEW COMPANY AT MADISON 





Farmers’ Mutual Life Completes Organ- 
ization—Will Operate on Legal 
Reserve Basis 





The Farmers’ Mutual Life. a new 
company with headquarters in Madison, 
Wis., has completed its organization. Its 
purpose will be primarily to insure 
farmers and such other persons as may 
be interested in the promotion of agri- 
cultural interests. 

Lewis A. Anderson, for 17 years in 
the state service, first with the tax com- 
mission and then with the insurance 
commission, was named chairman at the 
élection of officers. He was previously 
the agent in charge of raising subscrip- 
tions for organization purposes. Other 
officers elected were: W. F. Hintzman, 
vice-chairman; A. G. Michelson, secre- 
tary and counsel; T. G. Lingard, treas- 
urer. These men also constitute the 
executive committee. 





| 


It will be a mutual, legal reserve com- | 
pany, and will issue the principal stan- | 


dard policy forms. 


CONCENTRATE ON THE CITIES 





Many Life Men Withdrawn From Ne- 
braska Farm Field as Result of 
Unfavorable Conditions 





LINCOLN, NEB., Dec. 23.—While 
Christmas business is up to the aver- 
age, general business conditions in the 
state are not good, and the bankers say 
that it is largely because so many farm- 
ers have nothing to sell. They have 
been drawing on their reserves in the 
shape of bank deposits, with disastrous 
results to half a dozen of the weaker 
banks. One bank in a part of the state 
that had neither wheat nor corn crop 
worth mentioning this year saw its de- 
posits go down from $320,000 to $260,- 
000 in 45 days, and its owners promptly 
threw up their hands and begged the 
guaranty fund commission to take it 
over. This was done, as was also done 
in several other cases. There will be 
other banks that must tread the same 
path if the slow withdrawals with which 
to buy necessaries goes on. 


Few Sections Buying Much 


Only those farmers in the drouth sec- 
tions, which includes the southwest and 
south central parts and some spots here 
and there in northeastern Nebraska, who 
sell cream or otherwise diversify their 
activities are in a position to do average 
buying. The state banks taken over by 
the commission are operated as going 
concerns, financing being done out of a 
special conservation fund of a revolv- 
ing character, paying all depositors who 
wish, but rigidly collecting notes as they 
become due. 

One result of this business condition 
has been the withdrawal from the farm 
field of many life insurance men and the 
concentration of their activities in the 
cities and towns. Not only is this true 
in the hard-hit parts of the state, but 
in many counties where the psychology 
of the situation and the agitation for 
farm relief have combined to take farm- 
ers out of the field as buyers of insur- 
ance or most anything else that they do 
not list as necessaries. 


Give Christmas Luncheon 


Complimenting its employes, a Christ- 
mas luncheon was held in ‘Des Moines 
Thursday noon by the Equitable of 
Iowa, with the company’s officers as 
hosts. Stephen A. Swisher, advertising 
manager for the company, was 1 
charge, entertainment to be furnished by 
the employes. 





Divorce Life and Other Lines 


Preliminary steps were taken at 2 
meeting of the Omaha General Agents 
& Agency Managers Association last 
week to divorce the writing of life insur- 


| ance and other classes of insurance. The 


plan is said to be favored by the Omaha 
offices writing fire and casualty lines, as 
well as by the Managers Association, 
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which has about 30 members, according 
to Forrest N. Croxson, president of that 
association and agency manager in 
Qmaha for the Equitable Life of New 
York. If the plan can be put into force 
in Omaha, Mr. Croxson said it is the 
intention of the Omaha men to ask those 
in Lincoln, Neb., to follow the same 


plan. 





Bankers Life Banquet 


The Bankers Life employes’ banquet 
Dec. 22 at Des Moines is believed to 
be the largest party of its kind in the 
history of the city, exclusively for em- 
ployes of one staff. More than 650 
executives and employes were invited to 
the turkey dinner and dance which fol- 
lowed. Gerard S. Nollen, president of 
the company, was toastmaster and music 
by the orchestra of Station WHO, the 
Bankers Life broadcasting station, was 
furnished during the evening. 





Few Changes in Kansas Code 


The Kansas insurance code commis- 
sion made no changes in the general 
provisions of the life insurance section 
of the code except in one instance. 
The code as written required the stand- 
ard provisions but did not provide that 
if any worth while requirement were 
adopted in another state it could be 
adopted in Kansas. The commission 
decided to permit the adoption of addi- 
tional standard provisions upon the ap- 
proval of the insurance department. 

A material protection to policyholders 
in the assessment life and the burial 
companies in Kansas was inserted in 
the new code. Both these classes of 
companies are to be required to calculate 
their reserves upon the same basis as 
the old line legal reserve companies, 
based on the American Experience table 
at 3% percent. 

The commission also decided to apply 
the same restrictions as to adopting 





other standard provisions for accident 
and health policies as is provided for 
life policies. 





Grange Drops Insurance Idea 


The Patrons of Husbandry, better 
known as the Grange, is not going to 
attempt the organization of either a mu- 
tual or fraternal life insurance company 
for its members in Kansas. This was 
decided at the annual meeting of the 
Grange in Topeka last week. B. Need- 
ham of Lane, chairman of the commit- 
tee appointed a year ago to make a 
study of the life insurance proposal for 
the Grange, reported that the commit- 
tee had come to the conclusion that life 
mourance was not an activity for the 
Grange to undertake. The report of 
the committee was adopted. 


Licensed in Wisconsin 


The Federal Life of Chicago has been | 


licensed in Wisconsin, this making the 
35th state in which the company oper- 
ates. The agency department is now 
— plans for an agency force in this 
State. 
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TEXAS COTTON SCARE OVER 
Check Shows Farmers Have More 
Money Than a Year Ago—Pro- 
duction to Go Ahead of 1925 





DALLAS, TEX., Dec. 23.—The cot- 
ton farmers, bankers, business men and 
insurance salesmen are getting over 
their scare about the low price of cot- 
ton. Eight weeks ago screaming head- 
lines in the papers said the farmers 
would suffer loss of millions because of 
the slump in cotton prices. Bankers 
gathered from all sections of the state 
to devise ways and means of aiding in 
holding the cotton. The merchants went 
around with the corners of their mouths 
down and the clerks in the stores were 
talking hard times and no business. 
Even some of the insurance men were 
about ready to throw up the sponge, 
believing they would be unable to sell 
life insurance when everybody was 
talking and reading the farmers being 
ruined and the merchants and banks go- 
ing broke because of the heavy losses 
to farmers on cotton. 

But the farmer kept picking cotton. 
He kept selling it. The banks never 
“raked up the money” to help him hold 
the staple until it was gathered and sold. 


Check Revealed Interesting Data 


A check of the situation in Texas by 
insurance men revealed some interest- 
ing data, and as a result the agents are 
going after business in the same old way 
and getting it in the same amounts. 

Some of the leading insurance com- 
panies and agents, after the check of 











the actual situation had been made and | 


the figures of the federal government on 
cotton and other crops for 1925 and 1926 
issued, found there is more money 
Texas right now from crops than there 
was in 1925. They found the money for 
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AGENTS 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 
Good Men are 
Always Wanted 








You'll Like 
Our Service! 





TWO SUPERVISORS 
To Work With 
AGENTS AND 

BROKERS 


No Division of Commissions 











WILLIAM M. HOUZE 


Room 1946-2948, The Straus Bldg. 
S. W.cor. Michigan Ave. and Jackson Bivd. 
Telephones Harrison 1434-0402 
Chicago, Illinois 


General Agent of 





INSURANCE COMPANY 
MASSACHUSETTS 


OF BOSTON 





BROKERS 


We offer you the 
fullest cooperation. 
We sincerely be- 
lieve we can serve 
you to advantage. 
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NOW OPEN 


Write to 


Francis L. Brown, Secretary. 
ROCKFORD, ILLINOIS 
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ROCKFORD LIFE INSURANCE COMPANY 

















MUTUAL LIFE OF ILLINOIS 


H. B. HILL, President 


SPRINGFIELD, ILLINOIS 


Agents are splendidly equipped w'th such tools as 


1. Non-Medical 6. 
2. Salary Savings 

3. Monthly Premium 7. 
4. Juvenile Policies 8. 
5. Payor Insurance 9. 


Annual dividends payable on Non-Participating forms after 
The famous 5 Paint G. P. S. Policy—It’s different—A sure fire business getter. 
Excellent General Agency Territory in Illinoig, Indiana, Iowa, Michigan, Missouri, and Qhio. 
Write in strict confidence to F. M. FEFFER, Vice-President & Agency Director 


Female Insurance 10. 

Without Restrictions 11. 
Annual Dividend 12. 
Non-Participating 13. 
Sub-Standard 14. 


2 ye 


Health & Accident 

Direct Mail Advertising 
Sales Promotion Department 
Educational Course 

Sales Folio 
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And now! 


the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G, B. ALEXANDER, President 
CHICAGO, ILLINOIS 














AGENTS WANTED 


If you are interested in long renewals 


and unexcelled “‘Home Office Helps’, 














communicate in confidence. 


A. C. LOVELL 
3719 Washington Ave. St. Louis, Missouri 

















Life Insurance for a Greater Number 


The scope of National Life service is evidenced wy = 
number of applications received from the uninsured, whi 
average about 50% of the total. It is further evidenced . 
the fact that under 46% of the policies becoming claims, the 


insured carried no other insurance. 

A National Life Contract offere the yoy for tperensed 
earnings through selling more insurance to more people. contracts available 
choice territory. 


National Life Association - Des Moines, Iowa 

























Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 


Standard Ordinary and Industrial Policies 


. C. MAGINNIS, President J. N. WARFIELD, Leg eel 
: SARAY MAHDOL. Vice President DR. J. H. ISLEHART: Medical 











all crops this year is $100,000,000 more 
than for 1925. 

The figures showed the cotton crop in 
1925 was worth $351,000,000 when the 
staple brought 19 cents per pound, and 
that the 1926 crop in Texas is wortli 
$350,000,000 at 13 cents a pound. That 
meant there is as much cotton money 
in Texas this year as there was last 
year. The insurance men found also that 
most of the farmers paid out of debt in 
1925, and hence they had more actual 
money right now, with cotton more than 
$25 per bale less than it was in 1925, 
than they had at that time a year ago. 


Total Greater Than 1925 


There was a month or six weeks of 
slow progress in life insurance due to 
the scare, but without exception the 
companies and state agents report the 
total of new business put on their books 
in 1926 will be greater than that of 
1925. In some cases the increase will be 
10 percent. In others it will be 5 per- 
scent. The companies report business in 
the cotton districts and other farming 
belts is about normal, while the cities 
and towns are buying the usual amounts. 


Union National Election 


The first annual meeting of stockhold- 
ers of the Union National Life of St. 
Petersburg, Fla., resulted in the re- 
election of all the officers. Reports 
showed that there was more than $1,- 
250,000 business now on the company’s 


books. The outlook for the year is very 
alluring. Dr. John L. Davis is the ex- 
ecutive vice-president and medical di- 


rector of the company. 


Life Course at Texas University 

The University of Texas has added 
as a new course to its school of busi- 
ness administration, a study of prin- 
ciples of life insurance, history of its 





| through lapses in 





development and manner of sales of 


policies. The course will be taught by 
Prof. C. D. Simmons and has been 
added, according to Dr. J. Anderson 


Fitzgerald, dean of the school, “because 
of the recent growth in importance jn 
the business world of the sale of in- 


surance, 


Texas Agency Ranks High 


Cravens, Dargan & Co. of Houston 
Tex., state agents for the Northwestern 
National Life, ranked fourth in the 
country in production of new business 
in November, which indicates that the 
low price of cotton had not hurt Texas 
as badly as had been expected. The 
company, it was said, lost but 43 policies 
Texas, which was a 
ratio of little more than 6 per cent. 
Taken with policies reinstated during 
the month, only 19 cases really went off 
the books, or about 3 per cent. That is 
about the ratio in the best of times, 
The agency announced its total new 
business to Dec. 1 is 205 per cent of 
that for the same period last year. 


Aetna’s North Texas Conference 


A conference of the north Texas 
agents of the Aetna Life was held in 
Dallas last week, in charge of W. G. 
Harris, manager of the Dallas agency, 
which handles the Aetna’s north Texas 





business. There were 60 agents attend- 
ing the convention including three 
women. One of them was Mrs. Edilee 


B. Fitzhugh of Wichita Falls, who 1s 
one of the leaders in production. 
Despite the supposed business depres- 
sion on account of cotton prices, it was 
announced that the company’s north 
Texas business has increased 25 per 
cent this year. 

T. W. Vardell, president of the 
Southwestern Life of Dallas, was a 
speaker at the meeting. 











IN THE ACCIDE: NT AND HEALTH FIELD» | 

















DOUBLE 


| 
Presumption In Case of Alleged Suicide | Well-Known Agency Man Resigns as 


Becomes the Big Factor in 


| 


the Claim 
An accident policy insured against 
death by “bodily injuries effected di- | 


rectly and independently of all other 


causes through accidental means.” The | 


state statute (Act 310 of 1910) imposed, 
as penalties, double indemnity and at- 
torney fees upon the insurance company 
in health and accident policies in cases 
of illness or accident. The beneficiary 


| associated with his brother, 


brought action for the amount provided | 


in the policy with double indemnity and | 


attorney fees. The defense of the com- 
pany was suicide and the evidence was 
evenly balanced as to whether the death 
was caused by accidental discharge of 
a revolver when unloading it or by sui- 
cidal act. The company contended that 
the presumption of non-suicide did not 
apply where the contract mentioned 
accidents and that, therefore, the benefi- 
ciary bore the burden of proving that 
the death was accidental. 

Held, that the double indemnity and 
attorneys’ fees could not be recovered 
in an action for indemnity for death in 
a health and accident policy, since the 
act imposed such penalties only in cases 
of illness or accident, but that the face 
amount of the policy could be recov- 
ered, since there was a presumption 
against suicide which the company must 
rebut and the fact that the contract was 
to pay in cases of accident did not cast 
the burden of proof on the beneficiary 
that the death was accidental. Michel 
vs. London & Lancashire Indemnity 
Co. Supreme Court of Louisiana. 


Is Entering New States 


The Illinois Mutual Casualty is ex- 
tending its field of operation and has 
recently been admitted to Michigan and 
Wisconsin. 








INDEMNITY CLAUSE | ANDERSON QUITS OCCIDENTAL 


Accident Supervisor to Enter Build- 
ing and Loan Field 


LOS ANGELES, Dec. 22.—A. M. 
Anderson has resigned as supervisor oi 
the accident department of the Occi- 
dental Life of Los Angeles to become 
A. A. An- 


derson, organizer and secretary of the 
Pacific Coast Building & Loan Asso- 
ciation. : 


Mr. Anderson was with the Occidental 
Life from 1913 until 1916, when he went 
to Nebraska to reorganize the Universal 
Protective, an accident and health com- 
pany, with which he remained until 1918. 
He then returned to California and be- 
came a leading producer of the Occi- 
dental, continuing in that capacity until 
about the middle of 1922, when he re- 
signed to go with the Lincoln National 
Life as supervisor of the southern Cali- 
fornia agency, under H. G. Everett, 
state manager. While in that position 
he was elected vice-president of the lo- 
cal association of life underwriters and 
also reelected for a second term. He 
returned to the service of the Occidental 
Life in January, 1925, as an agent but 
very shortly was angdiated supervisor 
of the accident department, in which 
position he has continued until his re- 
cent resignation. 

He has been succeeded by I. C. Cun- 
ningham, formerly branch manager at 
Portland of the Occidental. Mr. Ander- 
son is well known throughout the United 
States as the author of “Andersons 
Classified Selling Points.” 


Will Separate Accident Business 


LITTLE ROCK, ARK., Dec. 21—Officers 
of the Commonwealth Accident of Little 
Rock, announced recently, include S. R 
Thomas, local automobile agency head, 
as president, and William McCallum, 
vice-president, The new company is cap- 
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jtalized at $50,000. It will handle the 
health and accident business formerly 
written by the Commonwealth Life, of 
which Mr. Thomas was a large stock- 
holder. Other officers elected were John 
A. Gosnell, secretary, formerly president 
of the Commonwealth Life, and Hugh 
Branson, treasurer, president of the Ar- 
kansas Valley Bank at Fort Smith and 
treasurer of the Commonwealth Life. 
The new and old companies will be 
under the same management, but will be 
McCallum 


separate corporations. Mr. 
will serve both companies as general 
manager. 





National L. & A. Changes 


The National Life & Accident has pro- 
moted A. M. Jones, for a number of years 
agent and superintendent in the San An- 
tonio and Austin districts, to the man- 
agership of the newly created district at 
Sherman, Tex. 

Charles Minge of Dayton, N. Silo of 
Philadelphia, C. Varner of Lexington, 
E. D. Pash of Louisville and T. N. Gra- 
ham of Pittsburgh have been promoted 
to superintendencies in their respective 
districts. 


Accident Cases Decided 
Construction of Policy—Held that it is 





error for the court to submit to the jury 


the construction of the terms of a 
policy of accident insurance as it is the 
duty of the court to construe the terms 
of a contract.—Hays vs. Natl. Life & 
Accident. App. Court, Illinois. 

* * * 

Statements in Application—Held that 
plaintiff cannot be charged with misrep- 
resentations contained in an application 
where he honestly stated the facts to 
the agent of defendant who filled in ap- 
plication after plaintiff had signed same 
in blank.—Schmitt vs. U. S. Fidelity & 
Guar. Supreme Court, Minnesota. Nov. 5. 

*x* * * 

Held that defendant was not liable 
under an accident policy where insured 
was shot in a quarrel resulting in the 
shooting, which was an intentional act. 
—Fernando vs. Continental Casualty. 
Supreme Court, Minnesota. 


Philadelphia Company’s Annual Dinner 


PHILADELPHIA, Dec. 21—The Indus- 
trial Health, Life & Accident held its 
annual dinner here this week. Henry 
Reeves, president, was given a tour to 
Europe by the 400 agents of the com- 
pany, the idea being to get Mr. Reeves to 
take his first vacation next spring. Rob- 
ert E. Lee, superintendent of agencies, 
was toastmaster, and Dr. Edward Nichols 
the principal speaker. 








NEWS ABOUT 


‘LIFE POLICIES 








Policy Literature, Rate Books, etc. 
* and “Little Gem,” 


Digest 
PRICE, $3.50 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Published Annually in May and April respectively. 


Supplementing the “‘Unique Manual- 














FEDERAL LIFE NEW DIVIDENDS 


Schedule for 1927 Shows Average In- 
crease of 10 Percent, Varying 
With Forms 





The Federal Life of Chicago has pub- 
lished its dividend schedule for 1927, 
showing an average increase of about 10 
percent, with a resultant decrease in net 





cost. The schedule for the principal 
policy forms at five-year intervals is as 
follows: 
Endowment at 85 
Age.... 20 25 35 45 55 60 
$ $ t $ $ $ 
prem - 18.09 20.14 26.35 37.08 56.93 72.83 
ear 
Bs 3.47 3.97 4.80 6.38 8.57 
2 3.56 4.15 5.12 6.95 9.31 
3. 3.67 4.32 5.42 7.54 10.07 
+ 3.78 4.51 65.76 8.12 10.82 
5 3.91 4.70 6.13 8.72 11.61 
- 4.03 4.91 6.51 9.34 12.40 
- 4.16 5.12 6.90 9.97 13.19 
a. 4.29 5.36 7.30 10.60 13.98 
#- 4.42 5.56 7.73 11.26 14.80 
10. 4.58 5.81 8.17 11.92 15.60 
11 4.72 6.04 8.62 12.60 16.39 
12 4.86 6.31 9.11 13.28 17.17 
13. 5.04 6.59. 9.58 13.96 17.92 
14. 5.20 6.88 10.08 14.64 18.61 
15. 5.38 7,18 10.60 15.31 19.25 
16. 5.47 7.39 10.92 16.01 19.83 
> 5.57 7.60 11.25 16.65 20.35 
18. 6.68 7.82 11.57 17.29 20.79 
sf 5.79 8.05 11.88 17.89 21.14 
20. 5.90 8.27 12.18 18.44 21.34 
20 Pay Endowment at 85 
Age 20 25 35 45 55 60 
$ $ £ $ z FS 
Prem . 27.90 30.12 36.22 45.73 62.68 76.60 
ear 
Ss 3.74 3.88 4.33 5.02 6.56 8.82 
S esese 3.93 4.08 4.60 5.40 7.16 9.57 
o thane 4.11 4.29 4.87 5.80 7.78 10.34 
4..... 4.30 4.50 5.16 6.23 8.40 11.13 
5. 4.50 4.73 5.45 6.67 9.05 11.91 
6. 4.71 4.96 5.76 7.13 9.71 12.72 
7 4.91 5.19 6.07 7.60 10.37 13.51 
D ieee 5.14 5.45 6.41 8.09 11.03 14.30 
> s 5.37 5.72 6.75 8.59 11.72 15.08 
10, 5.61 5.98 7.12 9.11 12.38 15.84 
| 5.85 6.26 7.48 9.64 13.05 16.59 
Se -thade 6.12 6.57 7.88 10.16 13.70 17.28 
. een 6.38 6.89 8.27 10.71 14.32 17.91 
a 6.67 7.18 8.70 11.25 14.93 18.45 
15. 6.96 7.50 9.14 11.80 15.49 18.89 
16. 7.19 7.77 9.49 12.19 15.99 19.18 
aT 7.44 8.05 9.87 12.57 16.41 19.29 
a 7.70 8.35 10.25 12.95 16.70 19.21 
| IA 7.98 8.67 10.65 13.31 16.85 18.79 
20. 8.28 9.00 11.06 13.65 16.80 17.91 
20 Year Endowment 
Age. 20 25 35 45 55 60 
$ $ £ z t 5 
rem 47.68 48.15 49.85 54.22 66.36 78.48 
ear 
ee . 4.26 4.33 4.64 5.17 6.67 8.93 
2 ...0e 4.65 4.73 5.05 5.62 7.30 9.70 
a aseae 5.06 5.15 5.48 6.12 7.94 10.48 
S seas 5.48 56.57 5.93 6.62 8.60 11.29 
© ecea 6.93 6.02 6.39 7.15 9.27 12.07 
© wee 6.39 6.48 6.86 7.70 9.95 12.87 
Te 6.88 6.95 7.35 8.26 10.64 13.65 
- 7.37 7.45 7.85 8.84 11.33 14.44 
Oia 7.89 7.98 8.37 9.43 12.00 15.21 


$ 3 3 

Prem 47.68 48.15 49.85 54.22 66.36 78.48 
Year 

10. 8.43 8.51 8.91 10.03 12.67 15.96 
BE ce 8.99 9.08 9.47 10.63 13.33 16.67 
12 ..... 9.57 9.65 10.05 11.23 13.96 17.33 
13 .. 10.16 10.25 10.66 11.83 14.55 17.89 
14.. 10.79 10.88 11.31 12.42 15.09 18.34 
15. - 11.44 11.53 11.94 12.99 15.57 18.66 
16. - 12.09 12.16 12.55 13.45 15.94 18.80 
ae - 12.77 12.84 13.17 13.89 16.18 18.70 
a. 13.50 13.55 13.83 14.33 16.25 18.29 
19. 14.27 14.30 14.50 14.74 16.07 17.46 
20. - 15.08 15.09 15.20 15.15 15.59 15.98 








NATIONAL LIFE’S DIVIDENDS 





Montpelier Company Has Shown a 
Very Gratifying Record in Its 
Refunds to Policyholders 





The directors of the National Life of 
Vermont have authorized the contin- 
uation in 1927 of the dividend scale 
which was used in calculating the regu- 
lar surplus apportionments in 1925 and 
1926. The scale which had been in ef- 
fect during 1916-1923, inclusive, was re- 
vised to provide in 1924 more equitable 
refunds at the younger ages and an in- 
crease in the aggregate return. The 
1925 scale provided for noticeably larger 
dividends under all kinds of participat- 
ing policies at all ages, and such favor- 
able results were very generously im- 
proved by the declaration of extra cash 
dividends to all participating insurances 
equal to 20 percent of the regular an- 
nual apportionments. In the announce- 
ment of the declaration of the extra divi- 
dend for 1925 by the directors at a spe- 
cial meeting Dec. 30, 1924, the follow- 
ing statement was issued: 

“The company has had an unusually 
favorable experience in surplus or divi- 
dend earning factors, which has made 
this action possible following increases 
in the dividend scale itself for both 1924 
and 1925. It should be clearly under- 
stood that this is not another increase 
in the dividend scale but is an extra 
dividend payable in addition to the reg- 
ular annual dividend for the year 1925 
only.” 

The announcement of the declaration 
of the 1926 extra dividend followed the 
vote of the directors at a special meet- 
ing on Dec. 15, 1925. These two suc- 
cessive declarations resulted in special 
surplus apportionments amounting ap- 
proximately to $1,333,000. 

A record of payments from surplus 
during the past five years is as follows: 





General surplus, Dec. 31, 1920, $2,085,- 














‘“‘Underwriters— 


Notice’”’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 


Promises and Percentages may be made 
to “glitter’-—BUT 
The real gold that an Agency contract 


puts into your pants pocket is the real 
measure of that contract. 


DURING RECENT YEARS 
THE RENEWAL INCOME 
PAID MINNESOTA MUTUAL 
AGENTS AVERAGED AP- 
PROXIMATELY— 


1. For Agencies less than five years old 





OPENINGS AT 
Eureka, Calif. 
Fresno, Calif. 
Santa Barbara, Calif. 
South Bend, Ind. 
Springfield, Ind. 
Terre Haute, Ind. 
Burlington, Iowa 
Pueblo, Colo. 
Grand Rapids, Mich. > 
Cincinnati, Ohio 
Columbus, Ohio For Agencies over ten years old 


Springfield, Ohio $25,000. 
Enid, Okla. REMEMBER THAT'S JUST 
Amarillo, Texas RENEWALS IIII! 


El Paso, Texas These men know how real gold 
Cheyenne, Wyo. glitters—and they know it paid 
Richmond, Va. them to get and keep an Agency 
Roanoke, Va. contract that is right. 


Wenatchee, Wash. For one like it write 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
Now a $130,000,000 company 


For Agencies up to seven years old 





























READE 


Re-writes "em 


ENERAL Agent 

P. Reade Mar- 
shall of Lima, Ohio, is 
writing 57% of his new 
business on the lives of 
old policyholders. The 
large dividends paid by 
the Midland Mutual, 
backed by the high 
grade service rendered 
by Mr. Marshall, ac- 
counts for this very 
satisfactory business. 





P. R."MARSHALL 


Same opportunities now open to you if you live in 


Illinois Pennsylvania Maryland 
Michigan New Jersey West Virginia 
Indiana Virginia 


WRITE TODAY TO 


The 
MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
“It’s Performance Exceed Its Promises” 











THE NATIONAL UNDERWRITER 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 


Our juvenile policies, written on children as 
young as one day old, go in full benefit auto- 


matically at age 5 without re-examination. 


Our special low rate policies to business and 
professional men are fast sellers. 


We write women on equal basis with men. 
Splendid agency openings are now available. 
Write William Koch, Vice President and 


Field Manager. 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


A 


. C. Tucker, President 





an atetetemiimmnenandll 








TWO WONDERFUL OPPORTUNITIES 


IN CALIFORNIA 


WHERE DREAMS OF SUCCESS IN LIFE UNDERWRITING COME TRUE 


Prominent Western Company is seeking two General Agents 
to establish and develop metropolitan general agencies—one in 
LOS ANGELES and one in SAN FRANCISCO. Only 
men of character and successful records of past experience 
considered. Attractive proposition. 


For Full information address 
W. H. SAVAGE, Vice-President 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL: 











A Loyal, Efficient Agency Corps 


Back of the success of a life insurance company is a force of enthusiastic men and 
women in the field, following a vocation they like and serving a company in which they 


have confidence and pride. 


Their value to their respective communities and their own 


individual success stand upon the service their company renders to its constituent mem- 


proving test. 


The Mutual Life of New York, the first American legal reserve mutual life insurance 


company, 


ior eighty-three years met the 


oving test of service to its members. 


r 
Today, this Company’s high prestige eccorded, to public service and achievement is 
upborne and carried on by loyal, efficient and contented field workers. 

They have unsurpassed contracts and facilities to offer to their 
forms a insurance (ages 10 i p 
ability and Double Indemnity Benefits; policy loans in branch agencies, and all other 
features of service the Company deems justified. 


They take S pride in building greatly 


corps successful for the Company and for 


to 70) and annuities, 


for men 


ublic—all standard 
for women; Dis- 


= a great past—a loyal, efficient agency 
emselves. 


Those who contemplate life insurance field work as a vocation are invited to write to 


The Mutual Life Insurance Co. 


34 


of, New York 


NASSAU STREET 
NEW YORK, N, Y. 














871; annual dividends: paid 1921, $1,- 
896,866; 1922, $2,095,366; 1923, $2,299,- 
137; 1924, $2,662,718; 1925, $3,770,024; 
total, $12,724,112; general surplus, Dec. 31, 
1925, $5,171,271. In addition to the an- 
nual dividends paid the past five years 
there has been paid to the holders of 
deferred dividend policies during the 
same period, $4,542,022. 


DIVIDENDS OF JOHN HANCOCK 





Schedule for Additional Policy Forms 
Shown, Illustrating Average 
Increase of 10 Per Cent. 





The new 1927 dividend schedule of 
the John Hancock Mutual Life on the 
three principal policy forms was illus- 
trated in THe NationaL UNDERWRITER 
last week and additional policy sched- 
ules showing the same 10 per cent. in- 
crease, are given as follows: 


10 Payment Life 





Dividend 
Age Ist 2nd 3rd 4th 5th 
a $ 6.29 $ 6.55 $ 6.82 $ 7.10 $ 7.40 
Meseeees 6.57 6.86 7.15 7.46 . 7.79 
iveseee< 6.92 7.23 7.56 7.90 25 
nett dictieiees 7.34 7.68 8.05 8.42 8.82 
meeteeee 7.85 8.24 8.64 9.06 9.50 
Mivecscece 8.48 8.92 9.37 9.84 10.33 
or 9.28 9.77 10.29 10.82 11.37 
 Beorrs 10.34 10.91 11.49 12.09 12.70 
ae eheun 11.80 12.43 13.08 13.73 14.40 
Pee 13.83 14.52 15.22 15.92 16.62 
ey 16.74 17.49 18.23 18.96 19.66 
15 Payment Life 

————— Di vidend—_____, 

Age Ist 2nd 4th 5th 
nneden< $ 5.36 $ 5.53 $ 5.71 $ 5.89 6.09 
Sere 5.57 5.76 5.96 6.17 $ 6.38 
6.05 6.27 6.50 6.73 

6.39 6.64 6.90 7.16 

6.82 7.10 7.39 7.69 

7.37 7.68 8.01 8.35 

8.08 8.44 8.82 9.21 

9.07 9.49 9.93 10.39 

10.48 10.97 11.47 11.98 

12.53 13.09 13.66 14.23 

15.59 16.24 16.88 17.51 


25 Payment Life 
———————_Dividend—_—__ 














Age Ist 2nd 4th 5th 
Biuccesss $ 4.64 $ 4.74 $ 4.85 4.96 5.07 
RES 4.80 4.92 5.04 . 5.17 $ 5.30 
ee 5.01 5.14 5.28 5.42 5.57 
aoe 5.26 5.41 5.57 5.73 5.90 
ms ekeece 5.58 5.76 5.94 6.13 6.33 
Wc ékeaee 6.02 6.22 6.44 6.66 6.89 
s-ered 44 6.62 6.87 7.13 7.40 7.68 
aa 7.52 7.83 8.15 8.49 8.83 
ee 8.90 9.29 9.69 10.09 10.50 
30 Payment Life 
Dividend—————__, 
Age Ist 2nd 3rd 4th 5th 
i e6snee $ 4.47 $ 4.56 $ 4.65 $ 4.75 $ 4.84 
Pere: 4.62 4.72 4.82 4.93 5.04 
— eee: 4.81 4.93 5.05 5.17 5.30 
iw ciweee 5.06 5.19 5.32 5.47 5.61 
ee eaecece 5.37 5.53 5.69 5.86 6.03 
Divs seus 5.80 5.99 6.18 6.38 6.59 
Oe 6.41 6.64 6.89 7.14 7.39 
Se 7.34 7.64 7.95 8.26 8.59 
10 Year Endowment 
Dividend 
Age 1st 2nd 3rd 4th 5th 
. SAS $12.28 $13.11 $13.98 $14.89 $15.83 
ih 6d ba'oe 12.30 13.14 14.01 14.91 15.85 
ies seees 12.35 13.18 14.04 14.95 15.89 
ie de @ ean 12.40 13.23 14.10 15.00 15.94 
aN écbeas 12.49 13.32 14.18 15.08 16.01 
Sitesese 12.63 13.46 14.32 15.21 16.14 
Fe 12.87 13.70 14.56 15.45 16.37 
eae 13.33 14.16 15.02 15.90 16.80 
in éavead 14.15 14.98 15.82 16.68 17.56 
Psoedess 15.55 16.37 17.20 18.02 18.84 
Ps vesrene 17.89 18.71 19.51 20.29 21.03 
15 Year Endowment 
rc Dividend 
Age Ist 2nd 3rd 4th 5th 
7 $ 8.76 $ 9.26 $ 9.78 $10.32 $10.88 
Diveskeus 8.80 9.29 9.81 10.35 10.92 
eee 8.84 9.34 9.86 10.40 10.96 
oer 8.91 9.41 9.93 10.47 11.03 
icieveée 9.01 9.51 10.03 10.57 11.13 
— eT 9.18 9.68 10.20 10.75 11.31 
oe 9.47 9.98 10.51 11.06 11.64 
 ~aapeeee 10.01 10.54 11.09 11.66 12,24 
ir edvees 10.97 11.53 12.10 12.69 13.28 
Pv ccecws 12.59 13.20 13.80 14.41 15.02 
23 Year Endowment 
—————_Dividend 
Ist 2nd 3rd 4th 5th 
$ 6.06 $ 6.29 $ 6.54 $ 6.80 $ 7.07 
-10.. 6.34 6.59 .84 7.12 
6.15 6.40 6.65 6.91 7.18 
6.24 6.49 6.74 7.01 7.28 
6.39 6.64 6.90 7.17 7.45 
6.63 6.89 7.17 7.45 7.75 
7.04 7.33 7.63 7.94 8.27 
7.77 8.11 8.46 8.81 9.18 
30 Year Endowment 
+ Dividend ‘ 
Age 1st 2nd 8rd 4th 5th 
BE .ccande $ 5.42 $ 5.60 $ 5.78 $ 5.97 $ 6.18 
secnees 5.46 5.65 5.83 6.03 6.23 
aa 5.53 5.72 5.91 6.10 6.31 
BO.ccoces 5.64 5.83 6.02 6.23 6.44 
BBceccccce 5.81 6.01 6.22 6.43 6.65 
BB cccces 6.11 6.32 6.54 6.77 7.02 
edeetvc 6.84 7.10 7.37 7.65 















35 Year Endowment 








a———_ Dividend——_—_____, 
Age ist 2nd 3r 4th 6th 
icadeece $ 4.99 $ 5.13 $ 5.27 $ 5.42 §$ 5.57 
BPs cocess 5.04 5.18 5.33 5.48 = 5.64 
Bicaesnes 5.13 5.27 5.42 5.57 65.73 
Meass6ee 5.26 5.41 5.56 5.73 5.90 
eee 5.47 5.63 5.80 5.98 6.16 
Diccvess 5.81 6.00 6.20 6.40 6.61 
40 Year Endowment 
Dividend 
Age ist 2nd 3rd “@th 6th’ 
Dceesees $ 4.69 $ 4.80 $ 4.91 $ 5.03 $ 5.15 
Bvsceses 4.75 4.87 4.98 5.10 5.23 
Beoccevecce 4.86 4.97 6.10 56.22 56.35 
m+-eonees 5.01 5.14 5.27 5.41 6.56 
Bec esccce 5.27 5.41 5.56 5.72 5.88 
5 Year Term 
Dividend 
Ist 2n $rd. 4th bth 
. . . . 3.67 
3.70 3. 3. 3. 3.73 
bs . . . 3.83 
¥ K A c 3.97 
s a 4.13 4.15 6.18 4,21 
ne 43 4.48 4.53 4.58 4.64 
BP occedee 5.05 5.15 5.24 5.34 5.45 
eer 6.17 6.33 6.50 6.67 6.84 
Decsccsce 8.05 8.32 8.59 8.87 9.17 
Home Life 
The Home Life of New York has an- 
nounced that the dividend scale in use 


this year will be continued during 1927, 
including the extra dividend of approxi- 
mately 10 percent, which was added in 
1925 in place of a permanent increase 





Equitable Life of New York 


The Equitable Life of New York has 
reduced the extra premium charged elec- 
trical linemen who handle wires used for 
high voltage current from $7.50 per 
$1,000 to $5. Double indemnity and dis- 
ability features will not be included in 
the policy. In cases where no danger 
exists of contact with high voltage lines, 
however, telephone and telegraph lines- 
men and trouble men will be considered 
for life insurance, either with or without 
double indemnity benefit, without extra 
premium, provided that if the double in- 
demnity benefit is desired double rates 
will be charged for that benefit. The 
announcement states that reduction or 
removal of the occupational extra pre- 
miums on policies in force on the lives 
of persons following in the above classi- 
fication will be considered without medi- 
cal evidence of insurability, but that in 


some cases reinspection may be neces- 


sary. 
Midland Life 

The Midland Life of Kansas City a”- 
nounces that hereafter the company will 
write policies on the lives of married 
women with waiver of premium disa- 
bility benefits only. Heretofore no 
disability benefits whatever have been 


allowed on this class. No income disa- 
bility benefits will be allowed to married 
women. 








LOCAL ASSOCIATIONS 


ALDER VISITS KANSAS CITY 
National President Tells of Plans for 
Professionalizing the Life Insur- 
ance Business 








The Kansas City Life Underwriters 
Association held the largest meeting ot 
the season last week. George D. Alder, 
president of the National association, 
who was in Kansas City on his way 
from a meeting of the national officers 
in New York, addressed the agents on 
the proposed plan for professionalizing 
the insurance business, now being 
worked out by the national officers. 
Sam B. Strother, former public adminis- 
trator of Kansas City, taking the sub- 
ject, “The Cost of Dying,” discussed the 
actual expense of probating an estate 
and the ways in which the life under- 
writer can make this process easier and 
less costly. The program was under the 
direction of Herley S. Daily, general 
agent for the Connecticut Mutual Life. 

Realize Importance of Job 


“Most underwriters do not appreciate 
the importance of their job, and the vast- 
ness and importance of the business ot 
which they are a part,” said Mr. Alder. 
“It is the great confidence which the 
public has in the executives of great in- 
surance companies, which makes pos- 
sible our railroad systems, our steam- 
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ship lines, our telephone and telegraph 
service, and most of the larger business 
undertaking of our time. This is all pos- 
sible because of life insurance. Yet 
many agents do not appreciate this be- 
cause they are too close to the rate book 
end of the business.” 

Mr. Alder emphasized the fact that 
there is to be arranged a means of mak- 
ing the insurance underwriter appreciate 
his business, this means being the pro- 
fessionalizing of insurance, according to 
a plan similar to that used in Canada. 
The establishment within the near fu- 
ture of the American College of Life 
Underwriters is to be based upon the 
work of the life underwriters in their 
local association, according to Presi- 
dent Alder, and he appealed to the men 
to take an active part in the work of 
the local association in order to be able 
to qualify on the requirement of three 
years of straight association work. 


College Plan Is Explained 


“We are looking forward to the time,” 
said Mr. Alder, “when there shall be 
eliminated from the life insurance busi- 
ness the one-case man, when we will 
share our commissions with no one, and 
when every life underwriter shall be a 
full-time man. The time will come when 
the life insurance man will have a pro- 
fessional standing in the community.” 

Mr. Alder explained the plan of estab- 
lishing the A. C. L. U., built around the 
already selected group or nucleus of 160 
outstanding life underwriters, who have 
been active in association work. The 
fact that the right to use the title of 
member of the American College of Lifé 
Underwriters will eliminate competition 
was emphasized by Mr. Alder, who said 
that the man outside of the association 
will want the right to use this title, and 
will come ino the association in order 


to qualify. 
: 2 @ 


HELP OF AGENT ESSENTIAL 
Henry G. Wischmeyer Discusses Fitting 
of Insurance to the Prospect’s 
Definite Needs 





PITTSBURGH, Dec. 22.—At the 
December meeting of the Pittsburgh 
association last week, Henry G. Wisch- 
meyer, general agent of the John Han- 
cock Mutual in Cleveland and president 
of the Cleveland association, was the 
principal speaker. Mr. Wischmeyer said 
that while the average American buyer 
of life insurance has an increasing ap- 
preciation of the position life insurance 
does and may occupy in his life’s pro- 
gram, it is quite obvious that he does 
not have and can never have a sufficient 
knowledge of the many policy forms 
and provisions to permit him to build 
up a life insurance program without the 
advice of a competent agent. The life 
insurance buyer needs the help of a 
competent agent to analyze his problem 
and recommend the proper forms of in- 
surance to fit his needs. Mr. Wisch- 
meyer said that the men in his agency 
are all definitely instructed not to try 
to sell a policy until they know and the 
client understands for what specific usé 
the policy is being put. 


Must Think of Uses 


The speaker declared that the psychol- 
ogy of looking at the total amount of 
lump sum insurance carried is similar 
to the psychology of the ostrich burying 
his head in the sand. The prospect be- 
lieves that he is amply protected be- 
cause he looks only at the total amount. 
If the specific uses of his various poli- 
cles are stressed, he will soon realize 
how inadequate his insurance is. He 
will see that the lump sum insurance 
will all be used for cleanup purposes 
and that the proceeds of the educational 
Policy for his child must be used for 
that purpose if it is to do what it was 
imtended to do. He will soon see that 


he has left many important needs un- 
Protected. 

Mr. Wischmeyer seeks to eliminate all 
the unpleasantness that frequently 
Creeps in when life insurance sales be- 


agent of another company, but tells the 
client that all insurance carried in legal 
reserve old line companies is good and 
that the contract will be carried out to 
the letter. He states that the man’s 
problems will be served to better advan- 
tage by the more capable agent inas- 
much as practically every company can 
give the insurance that will fit the man’s 
needs. Just as one can get drugs and 
medicines from many different stores, so 
he can get any insurance desired from 
practically any company. The real point 
is the selection and application of the 
medicine or the insurance according to 
the particular requirements. It is im- 
portant first of all to select an agent in 
whom one can have confidence and then 
leave it to him to make the proper rec- 
ommendations. 

* * 
Houston, Tex.—One of the most inter- 
esting programs of the year was pre- 
sented by the Houston association at a 
joint meeting with the Houston Lions 
Club, when it had as guests members of 
the Corporate Fiduciary Association. 
Ike L. Hill, prominent life underwriter, 
who is president of the Lions Club, and 
H. G. Hewitt, president of the under- 
writers association, had charge of the 
program. A feature of the program was 
“Thy ‘Will’ Be Done,” a life insurance 
play given by members of the Little 
Theater group and directed by Frederick 
Leon Webster. 

*x* * * 

Chicago—The speaker at the Decem- 
ber meeting of the Chicago association 
last week was A. H. Kollenberg, repre- 
sentative of the Mutual Benefit Life at 
Grand Rapids, Mich., who discussed busi- 
ness insurance. C. F. Criswell, manag- 
ing director, announced that the total 
membership of the organization is 461, 
an increase of 261 for the year since 
the association secured a full-time secre- 
tary. An effort will be made to put on 
an extensive membership drive with the 
idea of securing 250 new members by 
July 1. 
The board of directors of the associa- 
tion has made plans for the annual sales 
congress which will be held March 18. 
Some of the outstanding life insurance 
executives will be speakers at this meet- 
ing, the program for which is nearly 
completed. The Rockwell School of Life 
Insurance Salesmanship conducted this 
year in Chicago under the auspices of 
the local association has just completed 
its term. President Axelson introduced 
W. D. Lipe, manager in Chicago for the 
Peoria Life, who was elected president 
of this year’s class. He also presented 
Cc. H. Van Kirk of the New York Life, 
who was president of last year’s class. 

oe & 2 


Boston—At the annual meeting of the 
Boston association last week, A. Stanford 
Wright of the Paul Clark agency of the 
John Hancock Mutual Life was elected 
president. The other officers named were: 
First vice-president, David E. Sprague, 
Union Mutual Life; second vice-presi- 
dent, William E. Hewitt, Equitable Life 
of New York; treasurer, William B. 
Phelps, Travelers. The new executive 
committee is composed of Earle G. Sum- 
mers, New England Mutual Life; Michael 
F. Broden, Metropolitan; Holley A. Wil- 
kinson, National of Vermont; Arthur P. 
Shugge, Aetna Life; Alexander Hammer, 
Provident Mutual Life; George H. Tracy, 
United Life; John L. McElfresh, Connec- 
ticut Mutual Life. The annual report of 
the officers showed a membership of 634, 
this having been brought up from 501 
at the beginning of the year. 

x * * 


Buffalo, N. Y.—Members of the Buffalo 
Life Underwriters, their wives, daughters 
and other members of the family enjoyed 
the association's first Christmas party 
Saturday afternoon. The party followed 


luncheon, and supplemented the usual 
monthly meeting. 

x * * 
Kalamazoo, Mich. — Impressing his 


hearers with the contention that life 
insurance is not a business for failures 
but for the very highest type of young 
business men, John T. Winship, agency 
supervisor of the Equitable Life in Mich- 
igan, told members of Kalamazoo asso- 
ciation at its annual dinner meeting here 
last week that the “life insurance busi- 
ness is never poor” and that the man 
who is not making good is simply not 
getting his share. Mr. Winship lamented 
the fact that life insurance has in the 
past frequently been taken up as a “last 
straw” by men who have failed at every- 
thing else. The unusual personnel turn- 
over in the business is due to this fact, 
he intimated. His program for success 





come competitive. He does not fight the 
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WHY NOT BECOME A GENERAL AGENT? 


or 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 


given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 


locations. 


Your communication will be received and treated with 
confidence. ; 


IRA F. ARCHER 
Superintendent of Agenc.es 




















Strengthening 
the Sales Talk ~ 


| epee plan Salesmen have long re- 
alized the value of pictures and charts 
to illustrate their sales arguments. The 
message is carried quickly to the brain 
and the impression is lasting. For this 
reason, The A<tna “Individual Presenta- 
tion” is of inestimable value to A<tna- 
izers in closing sales. 


The cover is dark blue and there are 
various inside sheets—some with ilius- 
trations and charts, others left blank for 
the agent’s typewritten program. The 
great feature of the presentation is that 
it is designed so that the individual case 
can be fully presented. 


S. T. WHATLEY 
General Agent 


7Etna Life Insurance Company 
Suite 2043—230 S. Clark Street 


CHICAGO, ILLINOIS 




















was, first, hard work; second, a fixed pro- 
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Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “‘participating’’ insurance if “dividends” were 
decreased or passed. 

Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess. interest earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 
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gram or plan of campaign; third, a 
boundless ambition to serve. 
Officers were elected at the business 
session following a venison dinner pro- 
vided by A. C. Gilbert, who relinquished 
the duties of president at this meeting. 
The new president chosen is C, J. Hoe- 
beke; James B. Fleugel was named vice- 
president; Loree Harvey, secretary- 
treasurer; Harold Smithies, executive 

committee member. 
*x* * * 


Sioux City, Ia.—The meeting of the 
Sioux City association last week had 
Burton Saxton, president of the Conser- 
vative Life, as the principal speaker. 


Mr. Saxton urged the members to raise 
the ethical standards of the insurance 
profession. 


Plans for the sales conference and 
school of instruction to be held by the 
association Feb. 1 was announced at the 
meeting, and the president appointed a 
special committee to cooperate with the 
Y. M. C. A. and other civic organizations 
in observance of thrift week next month, 

* * * 

Northern California— The December 
meeting of the Northern California as- 
sociation held in San Francisco was the 
largest in point af attendance held under 
the new administration. William T. 
Cross, assistant vice-president, and Ed- 
mund Nelson, assistant trust officer of 
the Bank of Italy, spoke on “Life Insur- 
ance Trusts.” Plans for the leading pro- 
ducers’ dinner in January were outlined 
by Chairman W. Garner Smith. The an- 
nual sales congress, 
in March, was discussed by James M. 
Hamill, chairman in charge of arrange- 
ments. President Roy R. Henderson an- 
nounced the appointment of committee 
chairmen for the year, and also the ap- 
pointment of Miss A. V. Bowyer as ex- 
ecutive secretary of the association. 

*x* * * 

Richmond, Va.—The December meeting 
of the Richmond association was given 
over principally to the reading of prize- 
winning essays on life insurance as an 
incentive to thrift, and the award of the 
prizes. Arthur P. Wilmer of the Life 
Insurance Company of Virginia, chair- 
man of the committee which passed on 
the 13 papers submitted, presided. 
George Tarry Bryson, Sun Life of Canada, 
was awarded the first prize, $15; Miss 
Mary C. Phillips, Mutual Life of New 
York, second prize, $10, was accorded an 
ovation when she came forward to re- 
ceive her prize; and Charles Phillips, 
Atlantic Life, received third prize of $5. 

*x* * * 

Pittsburgh, Pa,.—At a recent meeting 
cf the Pittsburgh association, a resolu- 
tion was unanimously adopted express- 
ing regret that the Pennsylvania ad- 
visory board plan had been abolished, 
and the hope that that plan, or a similar 
plan for examining applicants for a 
license, would be reinstated. 

The resolution further expressed regret 

at “the returning to the licensing of 
bankers, lawyers, holders of public 
office and others whose duties necessarily 
make life insurance a side issue and 
whose position often gives them an 
undue advantage over the underwriter 
who is giving his entire time to the 
business of life underwriting.” 
The wholesale abolition by Commis- 
sion Barfod of the Pennsylvania advisory 
board plan of examining applicants for 
a license was regretted by the majority 
of the life insurance men in Pittsburgh. 
In their experience, such a plan had a 
wholesome influence in keeping out of 
the business those unfitted for it. 

* * * 
Cinecinnati—The December meeting of 
the Cincinnati association had as a 
speaker Robert J. Williams, director of 
education of the Union Central Life. Mr. 
Williams, who has just started his work 
with the company, was born in London. 
He has had a very wide experience, 
being at different times logging camp 
laborer, clergyman in Canada and Aus- 
tralia, soldier in France, tour-manager 
in the United States for Lord Dunsany, 
Irish playwright and author; laborer 
in Connecticut, and life agent in New 
York City. He gave a very interest- 
ing talk on “Really Making Good and 
Not Kidding Yourself.” The principal 
theme was that an agent should do more 
than the mere selling of life insurance, 
and that there were six things that every 





man should have; job, hobby, friend, 
hero, church and a cause. 
* * * 
Springfield, Il.—Fred W. Potter, for- 


mer superintendent of insurance, dis- 
cussed “Holding the Business” at the 
monthly meeting of the Springfield asso- 
ciation. Mr. Potter emphasized that the 
great need in the insurance field today 
is to “conserve the business,” pointing 
out that first sales are not so difficult 


which will be held’ 


—== 


but the test of success or failure is in 
the number of renewals. R. F. Butts 
was chairman of the committee in charge 
of the meeting. 

x x * 

Philadelphia—The -Philadelphia asso. 
ciation decided to “broadcast” the mes. 
sage of life insurance during Thrift 
Week, Jan. 17-23, through a newly or. 
ganized intra-association organization to 
be called “the minute men of Palu” at 
the Christmas meeting of the 
tion last week. Twenty-five volunteer 
speakers, one a woman, have indicated 
that they will be available during that 
week and thereafter, to make public 
addresses before civic and trade organi- 
zations of the state, with a view to 
teaching the business and social leaders 
of the communities the “thrift” in life 
insurance. 

The program of the Christmas meet- 
ing was varied and entertaining in the 
highest degree. James Elton Bragg, 
vice-president of the Manhattan Life, 
who is shortly to become general agent 
in Philadelphia of the Union Centra] 
Life, urged the underwriters to establish, 
at first contact, some form of the coun- 
sellor-client relationship with the pros- 
pective buyer of insurance, to the end 
that more thought could be given to the 
purchase than at present. 

*x* * * 


Cedar Rapids, Ia.—Oscar A. Anderson, 


associa- 





general agent for the Equitable Life, 
was elected president of the Cedar 
Rapids association at its annual meet- 


ing. Mr. Anderson succeeds W. F. Sarset 
Other officers are: Lloyd S. Moorhead, 
vice-president; Paul King, second vice- 
president; D,. M. Jenkins, secretary; 
Henry Files, treasurer. Members of the 
executive committee are: W. F. Sarset, 
M. J. Hedin, F. W. Darling, R. H. Pick- 
ford, B. A. Barlow, and E. W. DeNio. 
* * * 


Los Angeles—An attendance that was 
moderate in size marked the monthly 
dinner-meeting of the Los Angeles asso- 
ciation. Following the dinner and com- 
munity singing led by Percy MacNab, of 
the Phoenix Mutual Life, Margaret Lan- 
caster, a specialist in voice culture, gave 
an interesting outline of the value of a 
proper development of the voice as an 
index to the character and personality of 
the individual and its effect, favorable or 
otherwise, upon the prospect. Her ad- 
dress was followed by vocal selections. 
Frank A. Hoy, specialist in business 
training, gave an address on “Human 
Engineering.” He directed attention to 
the proper observance of natural laws in 
their application to salesmanship, stat- 
ing that human engineering brings to 
the individual a plan whereby he can 
live in harmony with those laws and ex- 
perience success as a result. Eugene 
Waddle of the American National Life 
spoke briefly, urging managers and gen- 
eral agents to tell their men about a 
course of instruction in life insurance 
salesmanship that is being given by the 
University of Southern California, with 
Prof. Gummere in charge of the sales- 
manship part of the course and the 
technical training in life insurance work 
by Emery Olson, agency supervisor of 
the local agency of the Equitable Life 
of Iowa. Mr. Waddle stated that on ac- 
count of the small enrollment when the 
class opened in December, it was decided 
to hold it open for further enrollment 
until January. John Newton Russell, 
manager of the home office agency of the 
Pacific Mutual Life and past president of 
the National Association of Life Under- 
writers, made a motion, which prevailed, 
for the appointment of a committee on 
legislation, to act with a similar com- 
mittee appointed by the managers’ club. 


Life Notes 


The Farmers Union Mutual Life of 
te Moines has been licensed in Minne- 
sota. 


Everett a Ensign, executive secretary 
of the National Association of Life 
Underwriters, New York City, was in 


Des Moines the past week. 

George Brown, district agent of the 
Mutual Life at Hillsboro, O., was mar- 
ried a few days ago to Miss Faye J. 
Brooks of Cincinnati and Hillsboro. 

A. J. Lonergan, assistant agency man- 
ager of the Equitable Life & Casualty of 
Chicago, announced the arrival of a baby 
girl at his home last week. 

The Sentinel Life of Kansas City has 
been admitted to write life, health and 
accident business in West Virginia. B. H. 
Hodges of Bluefield is so far the sole 
agent. 

George H. Olmstead, vice-president of 
Olmsted, Inc., Des Moines general agency, 
has accepted a position as sales manager 
for a Chicago realty firm at Biloxi, Miss. 
He plans to return and reenter the in- 
surance business in Des Moines in the 








spring. . 
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Business Insurance Gives Opportunity 
to Secure Much Information Relating to 
Personal Requirements of Prospect 


By A. H. KOLLENBERG 
Mutual Benefit Life, Grand Rapids, Mich, 


[Following are comprehensive ex- 
cerpts from an instructive address on 
business insurance given at the De- 
cember meeting of the Chicago As- 
sociation of Life Underwriters last 


week.] 


operates to instantly dissolve an 

ordinary partnership. It is there- 
fore the duty of the surviving partner 
henceforth to cease altogether from car- 
rying on the trade or business thereof; 
and if he acts otherwise and continues 
the trade or business, it is at his own 
risk and he will be liable, at the option 
of the representatives of the deceased 
partner, to account for the profits made 
thereby, or to be charged with interest 
upon the deceased partner’s share of the 
surplus, besides bearing all the losses.” 
—Story on Partnership. 


of death of any one partner 


Survivor May Lose _ 
His Business Standing 


Now you see what the survivor is up 
against. He can sell out and divide the 
proceeds, or buy out if he has the 
money. If the business is successful and 
he depends upon it for his own bread 
and butter, it is not likely he will be 
desirous of selling himself out of a job, 
and unless he has money to meet the 
claims of the heirs this is all he can do, 
and a business that has enjoyed the con- 
fidence of the community, the creditors 
and the bankers is sold for a song, for 
it is a notorious fact that a forced sale 
is not conducive to profit. The chance of 
this man reestablishing himself is slim; 
he has lost the confidence of his credi- 
tors and his banker. A man who would 
tisk the accumulations of a lifetime on 
the hazard of a moment is hardly one 
to whom you would entrust your money 
for safekeeping. It is conceivable that 
if the business is compelled to close its 
doors because of difficulties in coming to 
a satisfactory conclusion with the heirs 
it might lose the good will it has taken 
them a lifetime to establish, to the ulti- 
mate disadvantage of all concerned. 


Widow May Be 
Left Without Estate 


And what of the widow? What 
chance has she of collecting her equity? 
A forced sale will shrink her interest 
fully as much as it will the survivor’s, 
and the funds which her husband 
thought would take care of her are dis- 
sipated when the estate is wound up. 

A solution for these difficulties is an 
insurance policy on the life of each of 
the partners in favor of the business. 
This will immediately provide funds 
which will inspire confidence. The note 
that was due at the bank will be re- 
newed, the order which was placed a 
month ago will be rushed for delivery. 
Each partner is interested that the sur- 
vivor shall be in a position to buy out 
his widow’s interest because only by so 
doing is he assured that his equity will 
realize par. If it is difficult for the firm 
to raise 2 percent today, how much more 
difficult to raise 100 percent tomorrow? 


nominal amount, how can either one 


raise the principal fund? 


Survivor Might Be Put 
Out of Business 


I had been soliciting a friend of mine 
for personal insurance but was unable 
to get anywhere. I learned that he took 
in a partner, so I went to see him on 
partnership insurance. I said: “Harry, 
do you realize that if anything happens 
to your partner you are out of busi- 
ness?” 

He said: “No. Why?” 

“The state of the market is such to- 
day that a forced sale will bankrupt 
you.” 

He said: “I will take the widow in 
as a partner.” And the partner nodded 
assent to such an arrangement. 


Widow Cannot Speak 
for Minor Children 


I said: “That's fine, but the widow 
can only speak for herself. She cannot 
speak for the minor children. You are 
still up against the necessity of settling 
their interest, for no judge will permit 
funds belonging to minor children to 
be invested in such a hazard for a min- 
ute.” 

This floored him. “Oh well,” he said, 
“I can get the money at the bank.” 

I said: “That’s fine. I congratulate 
you. Pay the bank 6 percent for a debt; 
pay me 3 percent for an asset.” They 
were examined that afternoon. 


Life Insurance Is 
Supplementary to Agreement 


One objection you will meet in solic- 
iting partnership insurance is that they 
have provided against this hazard by an 
agreement. They feel amply protected. 
There is a splendid opportunity to spoil 
a good sale by assuming a hostile atti- 
tude to the agreement. I don’t. I say: 
“I am glad to hear it. There isn’t one 
firm in a dozen that has exercised the 
forethought to draw up such an agree- 
ment. But I sassure you my plan in no 
Way counteracts yours, it supplements 
it.” The agreement provides that the 
survivor shall have time to retire the 
interests of the deceased whether or 
not the firm is in position to pay large 
sums of cash to meet these terms. But 
if they have not, they have to borrow 
money at the bank and are again paying 
6 percent to a bank. So I say: “Your 
agreement is fine. It gives you time. 
Mine gives you money. The combina- 
tion gives you the business.” 


Smaller Corporations Are 
Similar to Partnerships 


Corporation insurance is somewhat 
different. The firm does not dissolve 
upon the death of a member. The per- 
sonnel may change a number of times, 
but the organization continues intact. 
The smaller corporations are practically 
partnerships. The stock is held by a 
few individuals who are actively con- 
nected with the firm and incorporated 
mainly for the purpose of limiting their 


dies the problem of the survivors is this: 
If they are making 25 percent or 30 per- 
cent out of their business they are pay- 
ing the heirs of the deceased 25 or 30 
percent and the heirs contribute nothing 
but the use of their money, which is 
worth 6 percent. 


Business Belongs to 
Those Developing It 


How long will an arrangement of this 
kind be satisfactory to the survivors? 
How long will they pay such interest 
charges? The living tire of laboring for 
the dead. A business belongs to those 
actively engaged in promoting and de- 
veloping it. Sometimes the heirs have 
ideas of their own. They seek to intrude 
upon the management with results more 
or less disastrous. Significant as these 
losses are, these are not the biggest 
losses the firm sustains. The biggest 
loss is the loss of that man’s experience, 
his judgment, his knowledge of the busi- 
ness, his brains. We may impart ideas 
to others but judgment is innate, an in- 
herent attribute of its possessor which 
we may no more part with than we may 
part with our own ego. It is a product 
of experience and reflection. 


Three Factors Enter 
into Business Enterprise 


Three factors enter into every suc- 
cessful enterprise: Capital, labor and 
brains. Capital in the hands of the man- 
ufacturer or merchant isn’t worth any 
more than it is in the hands of the 
banker. The latter determines its value, 
charges you 6 percent and calls it in- 
terest. What a concern makes above the 
6 percent on the invested capital must 
be credited to brains. A firm incorpor- 
ated at $100,000 with $30,000 profits 
would divide the profits as follows: In- 
terest, or share to capital, $6,000; bal- 
ance, or share to brains, $24,000. I say: 


Insure Most Important 
Factor of Success 


“Each of these factors is exposed to 
its own peculiar hazard. Capital is ex- 
posed to the fire hazard, and you carry 
fire insurance to protect your investment. 
Labor is exposed to accident and you 
carry compensation insurance to pro- 
tect, not your employe but your invest- 
ment. Brains, the factor that contrib- 
utes fully 80 percent of your profit ac- 
count, is exposed to far greater hazards 
than either capital or labor; in fact it is 
an organism so sensitive it responds to 
every change in weather, so delicate that 
a change in diet determines its efficiency 
and so frail that a single pin prick is 
sufficient to cause its dissolution. This 
sovereign alchemist that can transmute 
raw material into ducats of gold (or if 
I know the man well enough), this goose 
that lays the golden eggs, how much 
insurance do you carry on this to pro- 
tect your investment? 


Would Insure 
Valuable Machine 


“If you had a machine that would do 
the work that your brain does, would 
you insure it? And isn’t this what your 
brain is? A machine that makes pos- 
sible the profitable utilization of the 
other factors? Don’t you realize that if 
your temperature goes up two degrees 
wife calls a doctor; you are feverish? 
If it goes down five degrees she calls 
an undertaker; you are a corpse. There 
isn’t a machine in your plant that is 


thousands of dollars to your organiza- 
tion.” 

“Oh, well,” he protests quite mod- 
estly, “they can get someone else to do 
this even better than I.” 


Development of Men 
Is Expensive Undertaking 


“True. No man is indispensable. But 
I direct your attention to these facts: 
Eighty-five percent of the concerns or- 
ganized fail; 15 percent succeed. This 
limits the field from which you may se- 
lect a suitable successor. The majority 
of these men are satisfactorily situated, 
and if you desire their services you must 
pay a premium. In time undoubtedly 
you could develop a successor, but will 
he live long enough to pay for his de- 
velopment? In short, while your con- 
cern is spending money to develop an 
executive, your competitor is spending 
money to develop his business. You get 
letters of condolence; they get orders. 


Death of Executive Disturbs 
Confidence in the Business 


“As long as you are able to make 
money on borrowed money you are in 
no hurry to repay the loan, and as long 
as your creditor has ample security, and 
interest is paid, the creditor is in no 
hurry to call it. When will the loan be 
paid, or called? When your creditor's 
conhdence is disturbed, and I know 
nothing so effective as your untimely 
death to create such a disturbance. A 
corpse inspires less confidence than does 
a junk heap. 


Confidence Requires 

Time for Development 

“A successor will undoubtedly be ap- 
pointed, but will he enjoy the same con- 
fidence that you enjoyed? Manifestly 
not. Confidence is not of mushroom 
growth, It depends not merely on your, 
character; it depends on the creditor's 
knowledge of your character. This takes 
time. In the meantime, capital is a very 
timid creature and flies for safety at the 
first alarm. Expressed in commercial 
terms, it means that the credit of this 
organization will be curtailed. This 
means a smaller stock to trade with, 
which means smaller profits. The new 
management must exhibit unusual abil- 
ity to overcome this handicap; otherwise 
the firm soon expires from lack of con- 
fidence. The exhilarating effect of an 
insurance policy maturing at this time is 
too obvious to need comment.” 


Agent Should Know 
Something About Business 


In order that he may interpret the 
prospect’s need intelligently, the agent 
should be familiar with corporate and 
partnership form of business enterprise, 
how they differ, what problems each 
face in the event of death. He should 
know that corporations are created only 
by express authority of the state; part- 
nerships by consent of the parties. Cor- 
porations are managed by duly appointed 
officers and agents; whereas in partner- 
ships, each partner may speak for the 
firm. Corporations are perpetual, unless 
expressly limited, and death of a mem- 
ber does not dissolve the organization; 
partnerships exist as long as the part- 
ners agree, and death causes dissolu- 
tion, with the resultant difficulties to the 
survivor. The stockholder is liable for 
the amount of his subscription, with the 
exception of one or two cases, whereas 
in partnerships each member is person- 
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nership debts. I mention this so you 
may see how important a lever you have 
in pointing out to the partner how im- 
portant it is that he protect his personal 
estate when he ties up in a partnership. 


Study Liabilities of 
the Balance Sheet 


To be able to interpret a balance sheet 
is to discover a sale, and if I may be 
permitted to suggest, study the liabili- 
ties. This tells you who owns the busi- 
ness, the stockholders or the creditors. 
A man in debt doesn’t own his business, 
he has charge of it, and remember, cred- 
itors are not paid in merchandise, ma- 
chinery or equipment; they hunger for 
the coin of the realm, and the debtor 
might pay a stiff premium to raise the 
amount necessary. A firm is not neces- 
sarily in a healthy condition because the 
balance sheet shows there are assets 
ample to cover the liabilities. What is 
the nature of the assets? Are they liq- 
uid or frozen? Durable or perishable? 
Is the turnover fast or slow? Is there 
a wide or narrow market? This will tell 
you how much the assets will shrink at 
forced liquidation. 


Assets Are Elusive; 
Liabilities Are Permanent 


Assets are elusive and fugitive things. 
Many forces constantly conspire to de- 
stroy them. Values are not permanent 
realities; they are subject to every 
whim and fancy of a fickle public, to 
every improvement in science and art 
and government; they depend on con- 
ditions local and remote, national and 
international. Because Milady prefers 
bobbed hair, my stock in a hairnet fac- 
tory becomes a scrap of paper. The 
automobile industry is creating conster- 
nation among traction magnates and 
the weather’s condition in Russia influ- 
ences the value of the Americafi farmer’s 
wheat crop. But a man’s liabilities! 
That is different. These are quite per- 
manent, thanks to the earnest solici- 
tude of one’s creditors. It is one of 
the few things a man may leave with 
reasonable assurance it will not shrink. 
With diminishing assets and relatively 
increasing liabilities, what chance has 
a man’s business of surviving? 


Individual Proprietor 
Needs Life Insurance 


I want to call your attention to the 
importance of soliciting individual pro- 
prietors for business insurance, Their 
case is even more deplorable than is 
the case of the small corporations or 
partnerships. At least in the latter 
someone survives who is familiar with 
the business, has a knowledge of it and 
is able to continue it. But consider the 
condition of the business when the man 
is the sole proprietor and passes away. 
Do his wife and family know any- 
thing about that business, and are the 
creditors willing to let the administra- 
tor experiment with their money in a 
business he may know even less about 
than does the family? The creditors 
become impatient, not so much from 
need as from lack of confidence. 


Had Large Amount 
in Outstanding Accounts 


illustrate what I mean in 
individuals for business in- 
I sold a friend of mine some 
personal insurance, and wanted him 
to increase it. He couldn’t see it that 
way. He is in the retail credit ladies’ 
ready to wear business. One day when 
interviewing him I asked: “How much 
have you in outstanding accounts?” 

He said, “About $25,000.” 

I said, “These customers pay you 
about $1 a week, or $2. Before the old 
account is paid you have sold them more 
merchandise. They are constantly in 
need of clothes and they are always in 
your debt, and furthermore, you never 
want them to be entirely out of your 
debt; isn’t that true?” 

“Yes,” he agreed. 

“Now suppose something happens to 
you, and your business is closed up. 
These people still need clothes; they 
open a new account. They now have 


Let me 
soliciting 
surance. 





two obligations to meet with their one 
salary. If they get in a pinch, which 
account is going to suffer? In addi- 
tion to this, you must turn these ac- 
counts over to a _ collection agency 
which deducts what is coming to it be- 
fore the money is turned over. Are you 
willing to take 25 cents on the dollar? 
The stock that you have in your store, 
at a forced sale will be ample perhaps 
to take care of your standing obligations, 
but what will you leave your family?” 
He decided to leave her more insurance. 
I sold him personal insurance, but my 
appeal was through his business. 


Loss Was Inherént in 
Perishable Commodity 


Let me cite another case, a whole- 
sale produce commission man. He had 
$20,000 of instrance and I wanted him 
to double it but he couldn’t see it. Vis- 
iting with him I said: “Abe, do you 
realize that it is possible for you to 
get wiped out over night?” 

He said, “What do you mean?” 

I said, “You are handling a highly 
perishable commodity, merchandise that 
should be moved in 24 to 48 hours. 
You know where this merchandise is 
coming from and where it is consigned 
to. Something happens to you. It will 
take your administrator a week, ten 
days, perhaps two weeks, to get the 
information that you have at your finger 
tips. If there is a change in the 
weather, your merchandise will rot and 
you will leave a garbage heap instead 
of an estate.” This caught him between 
the eyes. He took on the extra $20,000 
in favor of his family, and again my 
appeal was through his business. 

Recently I stumbled across an idea 
that has been responsible for a healthy 
volume of business. I had sold this 
man a substantial line of personal in- 
surance and endeavored to increase it, 
but he refused. His family had enough, 
he assured me, and he didn’t want them 
to have any more. One afternoon I went 
in to see him about business insurance. 
I pointed out the best I could what 
problems would arise if he were taken 
away, the importance of protecting his 
credit, the value of his personality to 
the business. I exhausted every argu- 
ment I had, and when I got through he 
was still unconvinced. I got up to go, 
and as I arose I said, “I have one more 
question to ask you and then I am 
through.” “Thank God,” he replied. 


Did Not Want Wife 
to Invest in Business 


“Would you want your wife to in- 
vest any money in this business if 
you were out of it?” Instantly he an- 
swered, “No, sir.” 

“Then aren’t you interested in a plan 
of finance that will automatically with- 
drew what you have invested in the 
business, when you step out involuntar- 
ily?” He wag all attention. “Yes, I 
should be interested in such a plan.” 

“You are making $50,000 a year, and 
with the exception of $10,000 or $12,000 
which you withdraw for your personal 
expenses, you dump the balance of your 
profits back into your business, which 
is reflected in an increase in your mer- 
chandise account, fixture account, equip- 
ment and outstanding accounts, items 
worth 100 cents on a dollar to a going 
concern, but how much is it worth to 
your family if you pass out? What 
could they get for it on a forced sale?” 

“Twenty-five per cent—not more than 
that,” he replied. 


Not Profit Until 
Realized in Cash 


“Then you are kidding yourself when 
you think you are making $50,000 a 
year profit. It is not profit until it is 
realized in cash.” 

“What is it?” he inquired. 

“Bookkeeping entries.” 
laughed. 

“Now my plan is this: Instead of 
dumping back all of your profits, sup- 
pose you dumped back 98 per cent. This 
will’ not affect your personal account. 
Give me the 2 per cent and I will 
guarantee that the profits which you 


We both 





are putting back into your business wil] 
redound to the benefit of your family, 
If she gets nothing for the business, 
your efforts will not have been in vain, 
Don’t do this, and she will take more of 
a loss in that one single transaction when 
she liquidates her holdings, than it would * 
cost you to carry this program for the 
balance of your days.” He bought 
$100,000. 


Business Insurance Gives 
Personal Information 


I do a lot of cold canvassing. I find 
the business insurance approach very 
effective in getting in. I have a timidity 
about approaching strangers and inquir- 
ing about their personal and domestic 
affairs, but I feel perfectly at homé 
when talking about his business. It is 
my own fault if I do not learn something 
about his personal affairs before the in- 
terview closes, and I have sold consid- 
erable personal insurance by using 
business insurance as an entree. 
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WHAT’S AHEAD? 


That question is in the mind of every om 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay yo" 
to learn the advantages of a life underwriting 
contract with Fidelity. ’ 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life 
plan. It operates in forty states on a full lev 
net premium basis with more than $68,000,000 i= 
assets and over $330,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
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